








FReNATIONAL — 
UNDERWRITER 


Lige Inawrance Edition 


Many New “GUERTIN-BAsSiIS”’ Figures! 


will be shown in 


z= THE NEW 1947 | 
UNIQUE 


MANUAL-DIGEST 


“Numerous companies—large and small, 
have announced completely new Rates, 
Values, Incomes, etc., based on the C.S.O. 
Tables! You need these new “Guertin- 
” 


Basis” figures, to present life insurance 
properly and intelligently today!” 


All these new Rates, Values and Divi- 
dends along with new tables of Adjusted 
Premiums and Minimum Cash Values will 
be shown—more comprehensively than in 
any other reference book—in the New 


1947 “Unique Manual.” 


Be Sure You Have All 
The Up-To-Date Answers! 


A sizeable commission may hinge on 

Your ability to give the right answers 

promptly. This happens every day to 

large numbers of life underwriters. To 

be safe, sure and fully prepared, always 

have a New “Unique Manual” handy. 

Nothing else even approaches its ex- 

49th tremely broad scope. Like a policeman’s 


Annual Edition revolver you may need it any minute. 


1552 Pages — Ready in July Order Yours Today! 


The ONLY “All-In-One” Reference Book! 


(1) Full Reports on the Companies—{some 400) (2) All About the Contracts—(And Company Practice) 


(3) Broadest Coverage of Rates, Values, Costs, Dividends and Incomes available from Any Source! 
(Includes full details on Settlement Options, Social Security, Savings Bank & National Service Life Insurance) 


Single Copy $7.00. Published by The National Underwriter Co., Cincinnati (2), Ohio 


Gives You the Answers to practically All Fact or Figure questions! 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1937 AND THROUGH 1946 
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Candidates for 


N.A.L.U. Trustee 


Thirteen with Sprouting 
Wings Already Listed 
in Summer Book 


The field of candidates for trustee 
spots of National Assn. of Life Under- 
writers is steadily increasing each week, 
and according to present indications, 
there will be a record number of trus- 
tee candidates when it comes to ballot- 
ing at the convention at Boston this 
fall. 

Obviously, most of this wing sprout- 
ing is due to the objective of getting a 
larger number of so-called street agents 
on the board. Of those seeking elec- 
tion for the first time as trustee, nine are 
personal producers and only one is an 
agency head. The candidates for elec- 
tion for the first time as trustees, of 
which this publication has knowledge 
are Charles J. Currie, manager of Mu- 
tual Life at Atlanta, and chairman of 
the N.A.L.U. membership committee, 
and the following personal producers: 

Edward Choate, New England Mutu- 
al, Los Angeles. 

H. Cochran Fisher, 
ington, D. C. 

David B. Fluegelman, 
Mutual Life, New York. 

Robert Goodall, Protective Life, Bir- 
mingham. 

John H. Humphries, Provident Life 
& Accident, Chattanooga. 


Aetna Life, Wash- 


Northwestern 


Richard Imig, New York Life, She- 
boygan, Wis. 

Elmer C. Moore, New York Life, 
Wichita. 

Nola Patterson, Reliance Life, At- 
lanta. 

Robert A. Wiley, New York Life, 
Omaha. 


Of the six trustees whose terms are 
expiring at this time, the hats of three 
are definitely in the ring for reelection, 
they being Charles E. Cleeton, Occi- 
dental Life, Los Angeles; Wayman L. 
Dean, Life & Casualty, Jacksonville; 
and John Moynahan, Metropolitan Life, 
Berwyn, IIl. 

Two others have announced that they 
are not in the running, they being E. A. 
Crane, Northwestern Mutual, Indianap- 
olis, and Steacy Webster, Provident 
Mutual, Pittsburgh. 

The intentions of Jack Hilmes, Equit- 
able Life of Iowa, Des Moines, the 
sixth trustee whose term is expiring, 
have not been announced. 

Of the six trustees whose terms are 
expiring, only one is a so-called street 
agent, he being Mr. Hilmes. So far, 
at least, the only candidate for secre- 
tary is Judd C. Benson, Union Central 
Life, Cincinnati. 

Assuming that Mr. Benson is elected 
secretary, that will mean that there will 
be seven trustee positions open, six for 
the regular two-year terms and one 
for a one-year term to complete the pe- 


riod for which Mr. Benson originally 
Was elected. 
Thus there are at least 13 avowed 


candidates at this time for seven prob- 
able openings. 





J. Hawley Wilson, general agent of 
Massachusetts Mutual Life, has 
elected president of the Oklahoma City 
Better Business Bureau. 


XUM 


been. 


Union Central 
Mutualization Plan 
Over Last Hurdle 


COLUMBUS—The Ohio department 
has approved the conversion of Union 
Central Life into a mutual company, 
which will be owned entirely by its 
policyholders. The stock has been held 
largely by Cincinnatians. 

The former stockholders will receive 
$25 for each share of -$20 par value 
stock. This is the first Ohio company 
to convert to a mutual basis since the 
enactment in 1941 of the law which per- 
mits such a transformation. 

Western & Southern Life and Ohio 
National have taken steps to mutualize 
but have not completed the process. 

Prior to the Ohio department giving 
its approval Union Central policyhold- 
ers approved the mutualization plan 
submitted by the company 47,628 to 
4,496 at a meeting called by Superin- 
tendent Shield of Ohio. The company 
may now proceed to retire the $24%4 mil- 
lion capital stock and convert to a 
purely mutual legal reserve basis. 


Mass. Mutual In Force 
Figure Exceeds $21/2 Billion 


Insurance in force, exclusive of group, 
in Massachusetts Mutual passed the 
324% billion mark and at June 1 was 
$726,504 over that Bi oy The gain for 

Pramas ‘cumianal to. $39,832,886, 
compared with $37,484,641 in the same 
period a year ago. Assets of $1,089,580,- 
611 showed a five months gain of $28, - 


330,388. New. investments amounted to 
$95,345,330 with an average yield of 
3.56%. 





Honor Ramsay's 10th Year 


In honor of his 10th anniversary as 
general agent at Newark of Connecti- 
cut Mutual Life, John A. Ramsay was 
presented a gold wrist watch by his 
agency and office staff. 

The Ramsay agency made 27% gain 
in new paid-for business the first half 
of 1947 over the same neree last year. 





Crosser Bill 
Amendment 


Gains More Ground 


WASHINGTON—The Howell bill 
to repeal non-occupational, sickness and 
maternity benefit provisions of the Cros- 
ser railroad retirement act was ordered 
favorably reported last Friday by the 
full House committee on interstate com- 
merce. No amendments were recom- 
mended. The bill goes to the House 
rules committee in an effort to get a 
green light for its consideration on the 
floor of the House. 

The Senate interstate commerce sub- 
committee headed by Senator Ball, 
Monday ordered favorably reported the 
Hawkes bill, which is a companion 
measure to the Howell bill for modifica- 
tion of the Crosser act in the House. 


Prudential Starts Building 





Ground has been broken for the 
first of a series of housing develop- 
ments being undertaken by Pruden- 


tial at the seat of the state university, 
Orono, Me., less than 15 miles from 
Bangor. There will be 13 two story 
buildings containing 60 apartments. 

The company hopes to start building 
soon on acquired sites in Chicago, New 
Haven, Sacramento, East Orange, Los 
Angeles and Cincinnati. 





Heads Canadian Actuaries 


Alistair M. Campbell, actuary of Sun 
Life of Canada, has been elected presi- 
dent of the Canadian Assn. of Actu- 
aries. 





Plan Spring Conference for May 


The combination companies of Life 
Insurance Agency Management Assn. 
will hold their 1948 spring conference at 
Seaview Country Club, Absecon, N. J., 
May 25-27. Theme of the meeting will 
be “The Manager’s Job and What We 
Do to Fit Him for It.” 





International Claim Assn. has received 
from the navy a certificate of achieve- 
ment for services to naval personnel 
during the war. 

















OFFICERS AND REGENTS OF LIFE OFFICERS INVESTMENT SEMINAR AT 
INDIANA UNIVERSITY, Bloomington, that came to close Thursday: 


From left: David W. Gordon, Monarch Li 
Ralph R. Lounsbury, Bankers National Life; 


fe, vice-chairman A.L.C. Financial Section; 
Joseph M. Bryan, Jefferson Standard Life, 


secretary Financial Section; Norman H. Nelson, Minnesota Mutual, chairman Finan- 


cial Section; Dr. Harry C. Sauvain, Indiana 
E. Fisher, Indianapolis Life; Willard N. Boy 
Bankers Life of Des Moines. 


University, director of the seminar; Paul 
den, Continental Assurance; R. B. Patrick, 


Victory for 
Equitable on 
War Death Payments 


Policyholder’s Action 
Against Extra-Contractual 
Procedure Is Dismissed 


NEW YORK—A policyholder’s suit 
against Equitable Society and certain of 
its directors, charging that full payment 
of death benefits to beneficiaries of serv- 
icemen killed in the war created a wast- 
ing of assets, was dismissed in federal 
court here. The motion to dismiss was 
made by plaintiff's counsel and was 
granted after a hearing before Judge 
Knox. 

The suit was brought by Millicent E. 
Hoyt, a policyholder, April 14. It declared 
that in 1941 a war clause was inserted in 
all new policies under which only the 
amount of paid premiums plus interest, 
was to be paid to beneficiaries of policy- 
holders. who died in war service. Pay- 
ment of the full amount of the policy by 
Equitable constituted assets “squand- 
ered” the complaint said. 


Parkinson’s Contention 


In reply, Thomas I. Parkinson, presi- 
dent of Equitable, said that full payment 
was made to the beneficiaries of service- 
men, “in the belief that it was in the 
best interests of the society and its pol- 
icyholders and reflected the type of fair 
treatment which is inherent in the oper- 
ations of a national life insurance com- 
pany.” 

Mr. Parkinson also revealed that the 
New York department had been con- 
sulted before the payments were made. 
Precedent for the action was set at the 
close of the first war, when Equitable 
paid similar full benefits on servicemen’s 
deaths. 


To Confer Shortly 
on Changes in Cal. 
A. & H. Benefit Plan 


The California employment stabiliza- 
tion commission, which administers the 
unemployment compensation act, will 
hold a conference in Sacramento late 
this month to consider regulations 
which will come out of the considerable 
changes made in the law at this year’s 
legislative session. These changes in- 
clude the amendments which relieve 
cash sickness benefit insurance of so- 
called extended liability. Another mat- 
ter to be discussed is the administration 
of the anti-selection section of the law 
designed to prevent private insurers 
from skimming off the cream risks. All 
insurers doing business in California 
will be represented. 

The extended liability provision, 
from which insurers are relieved, has 
made them liable for sick benefit pay- 
ments to unemployed persons if the 
latter were covered by a private plan 
during the base period, i.e., the previous 
year. Instead the benefits payable to 
sick unemployed will be financed out 
of the $130 million “kitty” with which 





the state started its plan and which 
originally came from the 1% tax on 
employes. This change removes the 


major objection of private insurers to 
the California benefit plan. 
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“We” Theme Is 
Emphasized at 
Old Line Rally 


The high level of the esprit de corps 
of Old Line Life in home office and field 
was evident at the agency convention at 
the Edgewater Beach hotel, Chicago, 
which brought together a group of more 
than 200. President J. H. Daggett has 
intensified the team spirit in the organi- 
zation and there exists a warm com- 
radeship up and down the line. 

It was undoubtedly significant that 
the speaker at the banquet of the Star 
Leaders Club was Dr. William Mont- 
gomery McGovern of Northwestern 
University who praised particularly, 
General Eisenhower for Possessing what 
he characterized as the “We” spirit and 
as having unusual powers to get men 
to work harmoniously in a common 
cause. It was Mr. Daggett that sug- 
gested getting Dr. McGovern as the 
speaker because he had heard him give 
his address at a meeting recently at 
Milwaukee and was much impressed. 
The “We” spirit is very manifest 
throughout Old Line Life. 


Charge Is Administered 


The Star Leaders Club is the elite 
field organization and there is much 
dignity surrounding it. For instance, a 
charge is administered to the new quali- 
fiers in a solemn way. The new men 
this year numbered 16 and they were 
summoned to the front of the banquet 
table to have the charge administered 
by Verne Leaper of Green Bay, Wis., 
the new president of the Star Leaders 
Club. 

The banquet program of the Star 
Leaders Club was run off completely by 
that organization and not so much as a 
peep over the microphone was heard 
from any head office executive that eve- 
ning. The guests included Robert L. 
Hogg, manager of American Life Con- 


Top Clevelanders Confer with Hobbs 








The new officers of the Cleveland Life Underwriters Assn. talk it over with the 
national president, Philip B. Hobbs, Equitable Society manager, Chicago, who is seated 
at the left. Sitting on the right is John N. Lenhart, Great-West Life manager, president. 
Standing, left to right, are D. Miley Phipps, New England Mutual, first vice-president; 
Helen B. Rockwell, National of Vermont, treasurer, and George H. Plante, John Han- 


cock general agent, second vice-president. 





vention; Lee Parker, president Amer- 
ican Service Bureau; E. H. O’Connor, 
director Insurance Economics Society; 
and representatives of the Chicago 
Herald American, with which Old Line 
Life has important relations, they being 
Louis Larson, chief accountant, and 
Jack Colley, head of the insurance de- 
partment of that publication. 

This was the 25th anniversary of the 


Star Leaders Club. 

The outgoing president of the club, 
N. Gust Hartberg of Marinette, Wis., 
is ill. His place in turning the gavel 
over to the new president, Mr. Leaper, 
was taken by Radcliffe Denniston of 
Milwaukee. Special recognition was ac- 
corded John P. Wolf of Elkhart Lake, 
Wis., the oldest fieldman in point of 
years of service, and who has been a 


member of the Star Leaders Club each, 


of its 25 years. 

Recognition Was given to those with 
long time life insurance app-a-week 
records, the top spot being occupied by 
Herman L. Schindler of Monroe, Wis,, 


with 780 weeks. Then those with com. 
parable records in the accident and 
health department were saluted, the 


best record being held by William <A, 
Kempf of Milwaukee. It was announced 
that 30 of the Star Leaders Club mem- 
bers had qualified for attendance at the 
Boston National Assn. of Life Under- 
writers convention at company ex- 
pense. There is a total of 67 Star 
Leaders. 

First vice- president of the club is 
H. W. Henneman of Chippewa Falls, 
Wis.; 2nd vice-president, W. E. Wulk. 
Marion, Wis. 


H. F. Ries Is Returning to 
Colo. Actuarial Post 


Henry F. Ries, who recently returned 
from Europe, w here he served as an air 
force major, will probably take up his 
duties soon as actuary of the Colorado 
insurance department. He was con- 
nected with the Colorado department 
prior to the war. He enlisted as a pri- 
vate in the army in 1942 and he had a 
distinguished service record. He wears 
eight ribbons, including Asiatic-Pacific 
ribbon with two bronze stars, presiden- 
tial citation, and officer’s commendation 
ribbon. 





Bawlf Vancouver Manager 


Robert S. Bawlf has been appointed 
manager of the newly established branch 
office of Mutual Life of New York at 
Vancouver, B. C. 





Larson Agency Celebrates 

PORTLAND, ORE—The L. ¥F: 
Larson agency of the Northwestern Mu- 
tual celebrated the largest year in its 
history at its annual meeting, 














INDUSTRIAL LIFE AND HEALTH INSURANCE CO. 


The Former 


is now 
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THE OLD RELIABLE -> 


SINCE 


1891 





HOME 


OFFICE => ATLANTA 


Better to describe its broader scope—to offer complete Ordinary as 


well as Industrial protection—this long-established institution 


has changed its name. There is no change in management, agency 


personnel or operating principles maintained since 1891. 
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Move to Set Ahead 
PLI5 Deadline 
By Six Months 


Moratorium Extension Bill 
Is Desired by Congress- 
ional Leaders 


WASHINGTON — Senator McCarran 
says strong efforts have been made to get 
state legislation, but that more time is 
required; that state legislators are un- 
familiar with the subject.If the mora- 
torium is not extended, he fears Con- 
gress might take radical action next 
year under pressure from some disap- 
pointed sources. 


WASHINGTON — The McCarran- 
Wiley bill to extend the anti-trust law 
moratorium to the insurance industry 
from Jan. 1 to June 30, 1948 Monday 
was favorably reported by the Senate 
judiciary committee. This legislation 
came as something of a surprise to 
the industry. It is believed to have 
originated entirely within Congressional 


circles. 

Senators sponsoring the extension bill 
say it was introduced because it was 
thought the proper thing to do. Only 
recently, McCarran had indicated he was 
definitely opposed to extending the 
moratorium. 

The judiciary committee, it is said, 
believes an-extra six months is necessary 
to give Congress a chance to examine 
further into developments that have oc- 
curred since enactment of public law 15. 
Emphasis was placed on that phase of 
the situation, rather than on phases af- 
fecting the states, their commissioners 
or the companies. 

The Senate committee’s action was 
taken after Hal Lackey, McCarran’s as- 
sistant, reported on the survey showing 
the efforts made by the insurance indus- 
try, the commissioners and the states 
in attempting to deal intelligently with 
problems presented by the S.E.U.A. de- 
cision and PL 15. 

The committee is said to have an- 
nounced good progress has been made 
and is being made, but its members have 
not had time to consider completely the 
question whether further steps are re- 
quired. Nor has it had time to consider 
the various state laws, in the light of the 
objectives of PL 15, whether those laws 
comply with requirements,—whether the 
all-industry bill or variations therefrom. 

A committee spokesman said Congress 
has an obligation under PL 15 to survey 
the situation, for which purpose it is 
hoped the six months moratorium exten- 
sion will suffice. It is understood the 
committee contacted certain organiza- 
tions with a view to getting a round-up 
of insurance industry opinion as to 
whether the moratorium should be ex- 
tended. While these organizations were 
willing to cooperate it was indicated 
considerable time would be required for 
such surveys. Ultimately, the committee 
decided to take action itself without 
waiting for the round-up, largely be- 
cause of the short time remaining before 
Congress adjourns. 

If it does not act on the moratorium 
extension before adjournment it will 
not be able to act on the matter before 
| the moratorium expires Jan. 1, because 

Congress does not come back till Janu- 
: ary, unless there is an extra session next 

all. 
|} The Wiley-McCarran bill was ex- 
| pected to be taken up in the Senate this 
|} week, by unanimous consent, for action. 
| The report on survey of the status 
|of insurance legislation to the Senate 
(CONTINUED ON LAST PAGE) 





CLARK GIVES WARNING 
Present Interest 





Rates 


Encourage Recklessness 


By HARRY T. JONES 


STORRS, CONN.—Present interest 
rates are so low that returns are not 
adequate for the 
risk involved, even 
in the restricted 
field open to the 
life companies, ac- 
cording to 
Clark, president of 
John Hancock Mu- 
tual. As guest 
speaker at a ban- 
quet during the 
second C.L.U. In- 
stitute, Mr. Clark 
said that present 
interest rates en- 
courage reckless 
investments that 
promise higher returns. There is danger 
of discouraging thrift if small investors 
are not helped, he said. 

At the same time he offered encour- 
agement to life agents, telling them 
they will find increased sales. Rising 
birth dates will furnish a broader field 
and increasing salaries will permit larger 
individual sales. Outlining the history 
and growth of the C.L.U. designation, 
he praised the contributions of all life 
men and especially the part C.L.U.s 
have played in the growth of the in- 
surance business. 

In the final lecture of the two week 
course, Dr. S. S. Huebner, of the Uni- 
versity of Pennsylvania, said that edu- 
cation of the public during 40 years or 
so will probably result in professional 
status for an overwhelming number of 
life agents. He said this will depend on 





P. F. Clark 


the agents, for they must act in a pro- 
fessional manner to be accepted as pro- 
fessional men. Future generations will 
lose the idea that underwriting is “just 
selling,” he said, and pointed out that 
all professional men, doctors, lawyers, 
and dentists must sell their services. 

Dr. Huebner believes the new status 
will be achieved through a_ gradual 
change from the emphasis that was 
placed on volume during the last gen- 
eration. With a new, insurance-educated 
public, volume will take care of itself. 
Policyholders would have an agent just 
as they have a doctor or lawyer. 
Through the original writer there would 
be a complete program with periodic re- 
evaluations. 


Dealt with Estate Planning 


The institute, a “post-graduate” course 
for 52 C.L.U.s, was devoted to estate 
planning. Top-flight instructors lec- 
tured before men from 21 states and 24 
companies. Nine members of last year’s 
class returned. The program called for 
classes from 9 to 12 p.m. and from 2 to 4 
p.m., with a “bull session” starting at 
8 each evening. 

Keen interest was evident in the con- 
centration during formal sessions and in 
morning to night discussions of insur- 
ance. At meals, during free time, and 
far into the night, after the formal “bull 
session” these men discussed nothing 
but insurance. It was a rare example 
of extended concentration. Further evi- 
dence of their interest was that the 
course cost them more than $1,000 each, 
including actual expenses and lost com- 
missions. 

(CONTINUED ON PAGE 16) 








When in 1847 the United 


Rocky Mountains. 


The sender of a letter got 


lem of the stagecoach driver 








Much for the Money 


first government postage stamp the price to carry a letter 
within a 300-mile radius was 5c, and 10c as far as the 


There was no price set for carrying a letter beyond 
the Rocky Mountains for the simple reason that there 
was no service there. It was up to the postmaster to 
decide whether your letter’s destination came within the 
300-mile radius and that question largely rested upon 
his knowledge of geography. Some postmasters had 
maps, some guessed the distance according to wagon road 
or according to river distance. 


left the railroads of the East delivery became the prob- 


Within the century postage has gone as low as 2c and 
is now 3c. But 2c, 3c, or 5c, there has always been an 
extraordinarily large amount of service rendered by the 
postoffice in delivering a letter. 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 
seam eee 


INDEPENDENCE SQUARE, PHILADELPHIA 


States post-office issued the 


his money’s worth. After it 


or horseback carrier. 














Equitable May Get | 
Pension on 120,000 
Ford Wage Workers 


Would Cost $260 Million 
to Bring Up to Date; 
$20 Million Per Year 


The pension plan for 120,000 wage 
workers of the Ford Motor Co. that 
is keystone of a tentative two year con- 
tract with CIO United Auto Workers 
union may be underwritten by Equit- 
able Society. Coverage would be placed 
by Marsh & McLennan. 

Ford has announced the plan will 

cover the last 10 years actuarially and 
will cost the company $200,000,000 to 
bring up to date. It will cost $20,000,000 
a year to maintain the plan. 
_ Equitable Society has been develop- 
ing data for such a move for consider- 
able time under the aegis of both the 
company and the union. Salaried em- 
ployes of Ford have had a pension sys- 
tem which was placed in Equitable So- 
ciety by Marsh & McLennan and this 
would be extended to wage-hour pro- 
duction workers for the first time in the 
auto industry. It might well set a pat- 
tern that wduld spread to the other 
giant concerns in the indusry. 


Contribution Figured in Pay Raise 


Under the agreement, production 
workers receive a pay boost of a straight 
seven cents an hour and an additional 
eight cents per hour to be placed in the 
pension fund. Thus the increase is 
equivalent to the 15 cent increases and 
paid holidays granted workers elsewhere 
in the industry. 

The motor company indicates . that 
some form of employe participation will 
be worked out later. 

A UAW spokesman commented that 
the plan instituted “for the first time in 
big business a comprehensive movement 
for badly needed social security in this 
country.” 





Takes On Surgical Plan 


_ WASHINGTON — Group Hospital- 
ization, Inc., has contracted with D. C. 
Medical Society to provide prepaid 
surgical care for more than 300,000 sub- 
scribers in this metropolitan area. The 
new subscriptions will be available in 
about six months. Subscribers may 
choose among medical men under con- 
tract with the organization. The month- 
ly rates will probably be 75 cents for an 
individual, $1.50 for a married couple 
and $1.75 for a family. 

GHI will pay surgical fees in full for 
the individual with $2,500 or less an- 
nual income and for a member of a 
family whose income is $4,500 or less. 
Subscribers with higher incomes will 
have to pay additional surgical fees to 
be arranged between doctor and patient. 
The subscription will cover cost of anes- 
thesia, X-ray and laboratory work if di- 
rectly connected with surgery, besides 
surgeons’ fees. The cost of diagnosis 
and pre-operation fees will not be cov- 
ered under the plan. 


John Brink Joins Father 


John E. Brink, youngest son of Earl 
B. Brink of Detroit, Michigan state 
manager and resident vice-president of 
United Benefit Life and Mutual Benefit 
Health & Accident, has joined his father 
and an older brother in the Brink agency. 
He is acting as associate manager. He 
was married last week to Miss Sue Cote. 

He served in the army air forces with 
the rank of captain and flew 121 mis- 
sions over Europe. 
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Cal. Disability 
Law Fears Fail 
to Materialize 


Eugéne H. Neuschwander, group ac- 
tuary of Occidental of California, in a 
review of the California unemployment 
compensation disability law, stated that 
claim payments are running only 80% 
of the amount originally anticipated. 
Addressing the Actuarial Club of the 
Pacific at Yosemite Park, he said this 
favorable experience is shared by both 
the state and the insurance companies. 
He termed the California department 
cf employment most cooperative in de- 
veloping voluntary plans, especially in 


unusual situations. 
According to Mr. Neuschwander, 
many of the original fears failed to 


materialize under actual operations. Cer- 
tificate issuance was greatly facilitated 
by using forms shorn of all identifica- 
tion information which required typ- 
ing. He said that claim procedures 
have been developed which are but 
little more expensive than those for 
regular group business. There has been 
little trouble from malingering, which 
might seem to be encouraged by the 
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single medical report on each claim. 

He said that the raising of benefits 
by the private companies to match the 
increase under the state plan, effective 
Jan. 1, will not cause much trouble and 
the overall increase in amounts for most 
companies will not exceed 15%. The 
schedule of weekly benefits has been 
increased from a top of $20 to a top 
of $25. The maximum period has been 
increased to 26 weeks during the bene- 
fit year and pro rata benefits are pay- 
able for fractional parts of a week. 
Most of the voluntary plans now pro- 
vide weekly benefits for 26 weeks for 
each disability and fractional payments 
for parts of a week. Many insured 
plans already provide top weekly bene- 
fits in excess of $20. The consensus is 
that wherever possible the increased 
benefit should be granted without any 
increase in premium, 


Certificate Issuance Issue 


It is hoped that a suitable endorse- 
ment granting the increased benefits 
can be prepared and sent to each em- 
ployer. However, certificate reissu- 
ance at the time benefits are increased 
may be required. <A_ bill now before 
the legislature would permit insurance 
companies to issue policies containing 
UCD benefits without the customary 
requirement of issuing individual certifi- 
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Everyone Looks at Pictures 


The piece of paper and the drop of ink which constitute 
the miracle of the life insurance contract can be appre- 
ciated by the layman only after it has been translated 
into practical pictures for him. The “policy salesman” 
type of underwriter is comparable to the real estate 
agent who shows his client the deed but fails to take 
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the first life underwriter who ever approached him. 
Remembering that if he understood the business as well 
as you do, he would probably already have bought as 
much as he can afford. In short, show your client “the 
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cates, placing the business on an oper- 
ating level close to that of workmen’s 
compensation. 

The first session was devoted to the 
C.S.O. legislation. Marcus Gunn, Cali- 
fornia-Western States; C. H. Tookey, 
Occidental of California; A. W. Lewis, 
Pacific Mutual, and A. C. Olshen, Ore- 
gon department, were discussion lead- 
ers. 

Difficulties with coupon policies were 
discussed and it was pointed out that 
at present companies are afforded the 
opportunity to confine forms to those 
with wide appeal. Changes required 
permit adoption of methods to simplify 
handling, 

paper was presented enumerating 
various methods of handling term rid- 
ers. The discussion pointed out that 
family income riders are more easily 
adapted to the C.S.O. table than family 
maintenance riders. 

The problems involved in graded 
death benefits at early ages under juve- 
nile policies were presented and a poll 
of the 39 members present showed a 
majority favored the full benefit cover- 
age at age one. 


Commissions Don’t Match Profits 


Mr. Lewis indicated that commission 
schedules have not been altered in the 
same extent that profit trends have 
changed in recent years. Discussion 
showed there had been some tendency 
to modify commission compensation 
by size of the policy and kind and qual- 
ity of business. 

A paper by Arthur W. Havens, Pa- 
cific Mutual, described short methods 
for developing persistency data and 
gauging mortality levels- necessary in 
the development of non-participating 
premiums, 

Second day discussion developed that 
costs have increased but the large vol- 
ume of new business has kept the in- 
crease down. In order to keep costs 
within bounds should volume contract, 
it is necessary to keep an alert eye on 
costs and methods. 


Outlines Life Blank Work 


Mr. Olshen outlined the work being 
done toward revising the life blank. 
He recommended that each company 
study the effects of possible changes on 
methods of keeping records. 

In discussion of experience in the ap- 
proval of individual accident and health 
policy forms it was brought out that a 
number of the states require changes 
not. in accordance with the official guide, 
indicating that the program has not 
been so successful as was hoped. 

Barrett N. Coates, consulting actu- 
ary, chairman of the educational com- 
mittee, reviewed courses now offered 
for actuarial students on the Pacific 
Coast. The committee was empowered 
to widen such courses. 

New members elected were Harwood 
Rosser and Lester Vetter, Occidental of 
California; Herbert Sutton and Michael 
Carrigan, Pacific Mutual, and W. C. 
Neu, Security Life & Accident. 





Manhattan Mortgage Loans Up 


NEW YORK —Insurance company 
mortgage investments in this area for 
the first quarter of 1947 totalled $27,- 
623,362, 32.7% of the funds invested for 
this purpose. There was a 35.8% in- 
crease in mortgage loans over the same 
period of last year and a trend toward 
decreasing interest rates. Insurance 
companies made 11 loans at an interest 
rate of less than 4%, totalling $16,387,- 
ido. 

Prudential invested $8,746,196 in mort- 
gages, leading all other insurance com- 
panies, banks and trust companies in the 
grand total of $84,436,391 lent. Pruden- 
tial is aided in its mortgage investments 
in that it is regulated by New Jersey 
laws, which permit loans up to 75% of 
a property’s assessed value. New York 
permits investments up to 6624% of as- 
sessed valuation. 

Manhattan, where investment compe- 
tition is greatest, had the lowest interest 
rate, averaging 3.86% in the metropoli- 
tan area. 





Tennessee Offers | 
Candidate for : 
N.A.L. U. Trustee 
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John R. Humphries, special agent of Insura 
Provident Life & Accident at Chatjiavor on 
tanooga, has been allow ar 
indorsed for trus- .}ticipatior 
tee of National jof the pi 
Assn. of Life Un- jof John 
the Chattanooga _ |statemen 
derwriters by both fjmittee o 
Life Underwriters '|welfare 
Assn. and Tennes- pjure. Mr 
see state associa- surance 
tion. | It is u 

Mr. Humphries »|troductio 
is a “street-agent” , jpublicity 





who has oar. ac- 
tive in the affairs 
of the Chattanooga lll 
and Tennessee as- 
sociations for the 
past several years. He has also achieved 
outstanding success as a personal pro- 
ducer, having qualified for the Million 
Dollar Round Table in 1945 and 1947, 





Write more accident business by sub- 
seribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd, 
Chicago. 










J. R. Humphries 5 
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THE PRESSURE OF 
IDEAS—THE FEELING OF 
ADEQUACY THAT COMES 
WHEN YOU KNOW YOU 
CAN MOVE INTO A BIG 
SITUATION AND GIVE A 
GOOD ACCOUNT OF YOUR- 
SELF — FROM THESE 
FACTORS AVERAGE PRO- 
DUCERS GROW ABOVE 
AVERAGE. | “ey 


THE FIDELITY MUTUAL 
EXPERIENCE IS_INTER- 
ESTING EVIDENCE. Of the 
current group studying the Tax 
& Bus. Ins. Course, 23 have 
completed the work. Of the 
23, 17 reported upon the five 
field work exercises. 

THE FIVE EXERCISES call 


| 














for the listing of prospects, 
classified by the ideas the 
agents will bring to them. A 


report is then asked covering 
the result of each interview. 

THE SEVENTEEN FIDEL- 
ITY MUTUAL MEN who 
carried through the program, 
reported total sales from the 
field work exercises of $2,192,- 
500—an average of $129,000 


per man. 
tk * 


THE IMPORTANT FACT IS 
NOT THE $129,000 PRODUC. 
TION BUT RATHER THE 
FEELING OF COMPETENCE 
AND ADEQUACY IN AD. 
VANCED WORK WHICH HAS 
COME TO EACH MAN. 


PAUL SPEICHER 
Managing Editor 
THE INSURANCE 


RESEARCH & REVIEW SERVICE 
’ INDIANAPOLIS 
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, —_— Lends 
{Support to Taft Bill 
at Senate Hearing 


ent of Insurance men look with particular 
Chatjfavor on Senate bill 545, which would 
allow and even encourage private par- 
Iticipation to meet the health problems 
+\iof the poor, John R. Mannix, president 
tof John Marshall of Chicago, said in a 
‘istatement before the health subcom- 
‘Imittee of the Senate labor and public 
‘iwelfare committee studying the meas- 
fluree Mr. Mannix represented the In- 
‘Isurance Economics Society. 
“| It is unfortunate, he said, that the in- 
“{troduction of the bill was attended by 
3 publicity that the industry does not 
favor measures such as S-545. The ex- 
act opposite is the case, and Mr. Mannix 
reported that there is overwhelming in- 
surance support for the measure. 
Insurance men take a _ constructive 
attitude toward the health problems of 
the country and believe that their own 
feld already is doing a great deal to 
meet them by providing reliable means 
of financing good health care. They 
recognize, however, the need for gov- 
ernmental participation in any broadly 
organized program, and Mr. Mannix 
noted that S-545 sets forth a practical 
program for action at the same time 
providing a potential instrument for 
eater insurance service. 
§-545 is the Taft-Smith-Ball-Donnell 
ealth bill, a counter-measure to the 
.. Vagner - Murray - Dingell compulsory 
cheme. Mr. Mannix said that on a 
asis of common sense alone, it is ob- 
jously wasteful and unsound to plunge 
nto sweeping measures designed to al- 
eviate conditions whose existence is 
nore presumption than known fact. 
The Taft bill does not make this mis- 
ake, as it requires scientific investiga- 
ion of the need. 
“Insurance men, I believe, consider 
bne of the important virtues of the bill 
o be the fact that it is constructive 
without being radical,’ he said. “It 
proposes simply that government give 
Melp where help is needed . . . certainly 
| it contrasts strongly with the notion that 
overnment should force assistance 
iipon that great majority of people which 
either needs nor desires help.” 

The provisions encouraging private 
participation were commended by Mr. 
Mannix. “The present system commonly 
brands the poor as the recipient of pub- 
ic assistance, segregates them in char- 
ty facilities, and results frequently in 
ass rather than individual treatment,” 
e added. 

The only criticism offered by Mr. 
fannix was the restriction on federal 
rmployes and beneficiaries to purchase 
bnly non-profit insurance. He remarked 
lat if non-profit plans were the guar- 
ntee of highest quality or value, there 
would be little or no profit making ac- 
ivity in the country today. The merit of 
he program rather than the nature of 
$ organization should be the sole fac- 
or in selection or approval by state 

uthority, he said. 
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New Conn. Gen. Term Rates 


Connecticut General has_ reduced 
ates for five and 10 year guaranteed 


Ost term insurance. Sample annual 
bremiums per $1,000 follow: 
erm 5 Age Term 10 
$ 5.99 15 $ 6.08 
6.20 20 6.31 
6.44 25 6.58 
6.74 30 7.1 
7.52 35 8.29 
9.18 40 10.57 
12.18 45 14.53 
17.30 50 20.93 
25.33 55 30.71 


quitable Shifts Group Men 


Howard W. Pierpont has been named 
ivisional group manager for the Equit- 
ble Society at Chicago to succeed John 
E #Malion who becomes assistant group 
nanager at New York City. Mr. Pier- 
ont has held the same post at Boston. 
e was installed in his new job at a 


luncheon in Chicago attended by M. A. 
Gulick, general manager of the group 
department, who was present from the 
home office. A graduate of Dartmouth 
College, Mr. Pierpont joined Equitable 
as a cashier at Chicago in 1933. In the 
same year he entered the group service 
department at the home office, going to 
Boston a year ago. 





Book on Medical Budgeting 


NEW YORK—tThe National Indus- 
trial Conference Board has issued a 66- 





page booklet, “Budgeting the Costs of 
Illness,” written by H. Ladd Plumley, 
vice-president and secretary of State 
Mutual Life group department. After 
discussing employe mutual benefit asso- 
ciations, trade union plans, Blue Cross 
plans, roup insurance. prepayment med- 
ical care plans and individual accident 
and health policies, he says the extent 
and speed of private institutions in solv- 
ing the problems of budgeting illness 
costs will provide the public with a 
basis for judging the effectiveness of the 


voluntary approach. He points out that 
it is applied to units small enough to 
permit correction of initial faults with- 
out widespread repercussions. 





Dembski In High Union Post 


Vincent Dembski, Prudential agent at 
Albany, N. Y., and president of local 
119 of United Office & Professional 
Workers of America, has been elected 
to the union’s general executive board 
succeeding James H. Durkin, who has 
been named president. 








in the Dominion. 





With the recent opening of Agency Offices in 
Vancouver and Winnipeg, The Mutual Life 
Insurance Company of New York resumed 
new business activities in Canada, where it 
was first represented in 1847. 

As a result of its earlier activities in 
Canada, The Mutual Life of New York still 
has $32,000,000 of life insurance in force 


The recent move ultimately will afford 
present policyholders and the public an 





objective will be 
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Mutual Lifetime 


Our 2nd Century of Serice 


- THE MUTUAL LIFE ¢2 


INSURANCE COMPANY of NEW YORK 


34 Nassau Street, New York 5, N.Y. g, ; 2 Alexander E. Patterson, President 


opportunity for personal service by Mutual 
Life Underwriters, who are equipped to ana- 
lyze life insurance needs in terms of our 
“Insured Income” Service. 

In Canada, as in the United States, our 


ness, placed through a corps of Mutual Life 
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the writing of quality busi- 


ters .. . men who have had 
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American National 
Concludes Sales 
Rallies in Calif. 


American National wound up its series 
of regional meetings this month at Mis- 
sion Inn, Riverside, Calif. Agents, man- 
agers and general agents, from eight 
western states gathered there to boost 
attendance over the 100 mark. 

The meeting followed the pattern ¢s- 
tablished during the two earlier conven- 
tions at Indianapolis and Laredo, Tex. 
Conducted as “The University of Insur- 
ance and College of Fun”, each day of 
the convention was a semester, with a 
day devoted to basic subjects. Another 
to programming and social security, and 
the last to advanced subjects such as 
business insurance. 

The sessions got underway at 3 
luncheon; Executive Vice-president W. 
L. Vogler welcoming qualifiers and their 
wives and introducing D. J. Martino, 
superintendent of agencies, as dean” of 

1e university. 

“Professors” for the first day were Mr. 
Martino; Ripley E. Bowden, director of 
western agencies; T. G. Chipman, Salt 
Lake City; O. W. Banks, Los Angeles; 
Roy Wallack, Denver; R. H. Williams, 
San Francisco; G. J. Hudson, Salt Lake 
City; L. A. Tretter, Seattle; Perry 
Adams, Los Angeles, and O. C. Parker, 
Denver. They led classes in expanding 
markets, package selling and plans. 


Vogler Host at Reception 


In the evening, Mr. Vogler held a re- 
ception in the old Spanish manner. 

While classes were in session the 
ladies attended a bridge-tea. Mrs. John 
Binns and Mrs. G. J. Hudson, wives of 
west coast production leaders, presided, 
assisted by Mrs. Bowden. : 

W. D. Sodamann, Denver, J. A. Binns 
and C. M. Watson, Salt Lake City, led 
classes in selling the simple program, 
mechanics of programming and social 
security in selling the second day. Mr. 
Martino discussed settlement options 
and George Christopher, director of 
sales promotion, reviewed aids in pro- 
gramming, introducing American Na- 
tional’s new kits of sales aids. 

‘During the banquet, awards were made 
to leaders in the division. J. A. Binns 
and G. J. Hudson, Salt Lake agency, 
were leaders in paid business, and H. E. 
Bergener of the same agency was re- 
warded for app-a-week production. A 
plaque was presented Manager L. W. 
Baldwin of Salt Lake City in recogni- 
tion of its leadership last year. 

The last session began with a discus- 
sion of business insurance by Mr. Bod- 
den. He was followed by Mr. Christo- 
pher, C. M. Watson, Salt Lake City; 
G. R. Northup, San Francisco, and H. 
E. Bergener, Salt Lake City. 

Guest speaker in the closing exercises 
was Fred McMaster, Ohio National. 


Widow of Murdered 
Mich. Senator Wins a Point 


The Michgan supreme court, in a five 
to three decision, sent back for a new 
trial a suit in which a state senator’s 
widow sought to collect double indem- 
nity on his $10,000 State Mutual policy 
on the ground that his murder consti- 
tuted an “accident” within the meaning 
of the policy terms. The original lower 
court verdict had disallowed the claim. 

The action was brought by Mrs. Cal- 
lienetta Hooper of Albion, widow of 
Warren G. Hooper. 

The decison found that while homi- 
cide was “not accidental” from the stand- 
point of the unknown person or persons 
who put several bullets through his 
head as he sat in his car on the Lansing- 
Albion highway Jan. 11, 1945, “yet so 
far as the insured was concerned his 
encounter with the murderer or mur- 
derers was an accident.” Thus, the opin- 
ion held, the double indemnity clause 
might well be deemed effective. 

Hooper had given testimony to the 








Ingram county grand jury investigating 
capitol graft and was to have been a 
witness in a case shortly to have been 
brought to trial. Eventually the charge 
was dropped because of the apparent 
impossibility of sustaining it without 
Hooper’s story. 


Omaha Leader's 
Hat in Ring 


A campaign has been organized for 
Robert A. Wiley of Omaha for election 
as trustee of National Assn. of Life Un- 
derwriters. Ned G. Patrick, general 
agent for Massachusetts Mutual Life at 
Omaha, is the campaign manager. 

He is sponsored by the Nebraska state 
association and the Omaha and Lin- 
coln associations, together with other 
affiliated groups in the state. 

Mr. Wiley has been 19 years with 
New York Life and in 1944 qualified 
for the Million Dollar Round Table. He 
has been president and national com- 
mitteeman of the Omaha Life Under- 
writers Assn. and was chairman of the 
committee on organization of the Ne- 
braska Leaders Round Table. 

Mr. Wiley takes a leading part in civic 
work of various kinds. 


Wichita Offers 
Trustee Candidate 


Elmer C. Moore, New York Life “rate 
book man” and life member of the Mil- 
lion Dollar Round 
Table, has been en- 
dorsed for trustee 
of N.A.L.U. by the 
Wichita Life 
Underwriters Assn. 
An aggressive cam- 
paign for his elec- 
tion has been or- 
ganized in Wich- 
ita, headed by Gen- 
eral Agents Bert A. 
Hedges, Business 
Men’s_ Assurance; 
Paul Jernigan, Penn 
Mutual, and Earl 
V. Reed, Equitable 
of Iowa. 

Mr. Moore, who is completing -23 
years with New York Life, was presi- 
dent of the Wichita association in 1938, 
and national committeeman 1943-45. He 
organized the cashiers division there 
and has served on many committees of 
the Wichita association. He first quali- 
fied for the Million Dollar Round Table 
in 1942, 





Elmer C. Moore 


D.S. Butler W. Va. 


Commissioner 


David S. Butler, who has been state 
agent of National Fire in West Virginia, 
has been appointed insurance commis. 
sioner of that state, in conformity with 
the new law separating the offices of 
state auditor ahd insurance commis. 
sioner. Mr. Butler has represented Na- 
tional in the state for about 10 years 
and has been with it his entire business 
life. He joined National as a map clerk 
in the home office in Hartford. For a 
time he was in its New York office, 
first in the brokerage service depart. 
ment and later as a special agent in the 
suburban department. 








A graduate of Friends University, 
Wichita, in 1926, Mr. Moore started 
with New York Life while still a uni- 
versity student in 1924. During the war 
he was chairman of the recreation com. 
mittee of the defense council of Sedg- 
wick county. For seven years he has 
been chairman of the budget committee 
for youth agencies of the Wichita Com. 
munity Chest and is now general chair. 
man of the chest budget committee. He 
is a trustee of Friends University, Wich- 
ita, and Central College, McPherson. 





applicants. 








A GREAT NAME... 
A HIGH IDEAL 


Just as Abraham Lincoln dedicated his life to the greatest good of the 
greatest number, this company which bears his name is constantly endeavor- 


among representatives of The Lincoln National Life Insurance Company. 


LNL is geared to help its field men. 


The 


Its Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne, Indiana 
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ing to broaden its service to the largest possible proportion of insurance 


During its forty-two years of outstanding development, the Lincoln 
National Life has pioneered broad insurance service while faithfully adhering 


to prudent management principles in the public interest. 


The broad insurance service available through LNL agents is one reason 
why the recent Job Satisfaction Study showed exceptionally high satisfaction 
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McBee Named Wyo. 
Head for N. Y. Life 


New York Life has opened a new 
office at Cheyenne, Wyo., with Kenneth 
H. McBee as manager. The office is at 
the corner of Carey avenue and 18th 
street, and will service the entire state. 
New sales in Wyoming by New York 
Life last year were $3,473,800, an in- 
crease of 59% over 1945. At the close 
of last year, the company had 15,000 
polices in force in Wyoming, totaling 
$28,955,214. 

Mr. McBee has been assistant man- 
ager at the Inter-mountain office at 
Salt Lake City. He joined New York 
Life in 1943 in Ogden, Utah, and in his 
first year qualified for the company’s 
One Club. He was appointed assistant 
maanger at Salt Lake City in 1945. 
Theodore Oksness is cashier. He has 
been acting cashier at Stockton, Cal. 





Lundgren Named President 
of St. Paul Association 


Warren W. Lundgren, Northwestern 
Mutual, has been elected president of 
the St. Paul Assn. of Life pa vel ge 
Philip Birmingham, Phoenix Mutual, 


vice-president, and William H. ~ peg 
Mutual, 


was reelected 

















WARREN W. LUNDGREN 


directors are 


©::G. 


New 
Penn Mutual; 
Life; Hugo 
Iowa, and 
Norbert F. 
is national 


secretary-treasurer. 
H. M. Chesterman, 
Holmer, State Mutual 

Schulz, Bankers Life of 
Henry Wise, Prudential. 
Winter, Minnesota Mutual, 
committeeman. 


Bill Liberalizes Mo. Law 


Governor Donnelly of Missouri has 
signed a bill amending and liberalizing 
the provisions of the urban redevelop- 
ment corporation law that applies to the 
state’s two largest cities. 

The bill, which carried an emergency 
clause, is intended to stimulate partici- 
pation by insurance companies and 
others in projects to reclaim the slum 
sections of the two cities, through the 
construction of large-scale housing proj- 
ects. It clarifies the right of urban rede- 
velopment corporations or life compa- 
nies to undertake a large scale housing 
project jointly, which might be too 
large for a single company, and permit- 
ting a life company to lease such a proj- 
ect from another such company or rede- 
velopment corporation. 

Another important change allows a 
corporation to utilize the power to con- 
demn and acquire a housing project site, 
complete the project and then transfer 
it to private operation, free of controls, 
by agreeing to pay full taxes on the 
project. 

The tax exemptions under the act 
limit taxes for the first 10 years to the 
assessed value of the land prior to the 


erection of the housing project. For the 
next 15 years taxes are limited to an 
assessment not to exceed 507% of the 
true value of the project. After 25 years 
the groject would be subject to taxes 
based on the true value of the property. 

The provision limits a life company 
operating as a redevelopment corpora- 
tion to net earnings of not more than 
8% net on the cost of the housing 
project. 


Van Arsdell Southland 
Life Chief Underwriter 


Southland Life has appointed J. E. 
Van Arsdell as chief underwriter. Mr. 
Van Arsdell is one of the most highly 
experienced underwriters in the south- 
west. He resigned last November as 
underwriting supervisor for Southwest- 
ern Life. 

He is a native Texan and has been 
active in insurance organizations. He 
has been an officer of Institute of Home 
Office Life Underwriters. 


New Group Life Plan in Effect 


Appleton & Cox, marine underwrit- 
ers, have put into effect an improved 
group life plan for employes. 

Under the new plan, all employes 
with more than three months’ service 





will receive insurance ranging in 
amounts from $1,500 to $10,000 depend- 
ing on their salary bracket. All those 
eligible will receive the first $1,000 of 
insurance ' without cost and contribute 
only on the balance. Those with 10 or 
more years of service will receive the 
full amount without any contribution by 
the individual. 

The plan became effective June 20, 
and is being underwritten by Travelers. 





Has Four Millionaires 


CINCINNATI—Four members of the 
W. J. Mack agency here of Northwest- 
ern Mutual have qualified for member- 
ship in the Million Dollar Round Table, 
the best representation the agency has 
ever had. Ten members of the agency 
qualified for NOA. The millionaires are 
R. A. Lauer, Maurice J. Koch, Leo Lu- 
cas and C. Ralph Weil. Mr. Weil be- 
comes a life member this year. 





Jervis Cincinnati Head 
CINCINNATI—R. D. Jervis, life 
manager of Travelers, was elected presi- 
dent of the Cincinnati C.L.U. chapter at 
its annual meeting. A. P. Barringer, 
ordinary manager of Prudential, is vice- 
president and W. A. Spiker, manager 
New York Life, is secretary-treasurer. 
Directors include R. W. Angert, Penn 


Mutual, and W. I. ee Mutual Life. 
Gerald Isphording, Connecticut Mutual, 
retiring president, becomes a director 
ex-officio. 

Mr. Jervis became a C.L.U. in 1945 
and was appointed life manager of Trav- 
elers in January after serving seven 
years as assistant manager. He is a 
graduate of University of Cincinnati. 


Group Cover for Home Office 


Manhattan Life is providing free 
group insurance to all its home office 
employes. 


Hastings Administrative Assistant 

Seth Hastings has been appointed ad- 
ministrative assistant in the actuarial de- 
partment of Mutual Life. A Yale grad- 
uate, he joined Mutual in 1932. He has 
been a section head in the department 
since 1941. 





Harvey L. Hays, Jr., has gone to 


Philadelphia to study for a master’s de- 
gree in life insurance at University of 


Pennsylvania. He has been with South- 
western Life at Abilene, Tex., since 
graduating from Texas University. 


While at Philadelphia he will represent 
Travelers and he plans to return to 
Abilene after he gets his new degree. 

















ut it won't be in a few months. That's all he needs—a little 
time. 


And that’s why persons just getting started like Prudential’s 
Modified Life 5. It gives them time—not a little, but five years— 
during which the premium rate is only 50% of the rate payable P 
thereafter. 


It’s a policy to grow with—Prudential representatives, brokers 
and their clients realize that! 





























Jaly 4, 1947 {July 4, 














to grow in 


An outstanding advantage which Great Southerners enjoy is 
the excellent opportunity for unlimited development and ex- 
pansion of their careers as life underwriters. 


Great Southern cooperation with these career builders is ex- 
tremely broad and includes a continuing program of personal- 
ized training and supervision, with liberal first year and vested 


renewals. 


The Southwest is a field of increasing population and wage 
earners . . . an ever-growing number of householders with new 
responsibilities and the need for more insurance protection. 


We will be glad to hear from men and women searching for 
"room to grow in" as life underwriters. 





HOME OFFICE 





INSURANCE COMPANY 


HOUSTON 1, TEXAS 











812 Olive Street 





$$ THERE ARE LOTS OF THESE DOLLARS $$ 
TO BE MADE WITH OUR DIRECT AGENT'S CONTRACT! 


We Believe THE SMALLER CITIES OFFER THE BEST 
OPPORTUNITIES FOR YOUR SUCCESS 


Attractive Territory Available In 


IOWA KENTUCKY 
ARKANSAS LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 


kak FIRS “on WHOLLY MUTUAL LEGA 





Allen May, President 
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This is a view of the expanded Provident Life home office at Bismarck, N. D., to 
which 7,500 square feet of space has been added. The project was completed in June Stores 
the month in which the company reached $75 million in force. The new annex prof ;,,,. ia 
vides quarters for five departments and improvements have been made in the older ] 
section, including creation of a recreation room for employes. 





Holds “Trust” Setup 
Is Actually “Bonus” 


WASHINGTON —The Tax Court 
has held that a Nash-Kelvinator pension 
set-up for several of its officers did not 
qualify under section 165 (a), internal 
revenue code, and that a beneficiary is 
not exempt from tax on contributions 
made to the trust for his benefit. The 
court also held that an employer's con- 
tribution to a trust for an employe is 
not taxable to the employe to the extent 
forfeitable by his failure to remain in 
employment for a period of years. 

The commissioner determined a defi- 
ciency of $11,918 in the income tax of 
Harold G. Perkins for 1941. The com- 
missioner added to income $18,874 de- 
scribed as “payment by your employer 
to employes’ trust for your benefit.” 

Perkins was employed during 1941 by 
Nash-Kelvinator, which had not estab- 
lished any pension plan up to Septem- 
ber, that year. A company committee 
had recommended against inaugurating 
a broad retirement plan. Nevertheless 
the board of directors that month au- 
thorized establishment of a trust of 
$110,000 for benefit of Perkins and three 
other vice-presidents. Perkins’ share 
was $20,000. The trust was to be used 
for payment of premium on annuity 
contracts for the beneficiaries, among 
other things. 

However, the trust was not created, 
but $55,000 was paid as premium on 
four insurance or annuity policies. Perk- 
ins got one for $86,356, which provided 
for a larger annuity, the first annual pre- 
mium being $10,000. The insurance 
company allocated $1,125 of the first 
premium to the life insurance feature. 

Perkins reported his income as includ- 
ing the $1,125. Later payment of all 
available funds in the trust on the four 
life policies was authorized. The trust 
was terminated in 1943. Perkins’ pol- 
icy was continued on a reduced basis. 

The Tax Court holds in substance 
that no pension plan existed, but that 
the trust was in the nature of a bonus. 
Perkins said a change in the trust law 
caused Nash to abandon its plan and 
adopt another one. The court, however, 
holds him not entitled to exemption un- 
der section 165 (a). 

On the other hand, the court held for 
Perkins with respect to half his $20,000 
share of the trust because that $10,000 
was forfeitable, substantially in accord- 
ance with the commissioner’s regulation 
that an employe’s beneficial interest 
which is forfeitable at the time a contri- 
bution is made is not taxable to him at 
that time. 


“Best” A. & H. Buys Described 


An article in the June 30 issue of the 
“New Republic” by Leonard Engel sup- 
plies some tips on “The Best Buys in 
Medical Care.” 

Mr. Engel warns his readers to be- 
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Sales Ideas and Suggestions 


Six Panel Discussions Feature 
Life Insurance Forum at Oakland 





More than 500 attended the third an- 
nual life insurance forum presented by 
the Oakland Assn. of Life Underwriters 
at the Claremont hotel in the Berkeley 
hills of California. Technical and sales 
counsel was given in six panels—three 
each in morning and afternoon. There 
was a serious talk on economic trends 
in the closing session by Dr. Ira Crgss, 


professor of economics, University of 
California. 

Rilea Doe, vice-president Safeway 
Stores, who has a national reputation 


for his business ability, gave the open- 
ing address 
Already Has Started 


Dr. Cross predicted the United States 
would have a major depression the lat- 
ter part of this year or the early part of 
1948. He said it was indicated ‘by his 
study of conditions, based on 
facts and figures and opinions of lead- 
ing business men and economists. It al- 
ready has started slowly, he said. The 
people can stop the increasing momen- 
tum toward this condition but he doubts 
if they will do so. He blamed the situa- 


tion on the greed of some labor leaders | 


and capitalists. The country is “sadly 
in need of a real labor leader—we have 
no leaders today.” 

The panels were arranged to be help- 
ful to agents in all production brackets. 


business to veterans and million dollar | 


producers. ‘ 
Dick Benofsky, Mutual Life, was | 
moderator for a panel on “Time— 


Speakers emphasized 
organization of activities. E. T. Golden, 
million dollar producer of New York 
Life at San Francisco, discussed basic 
planning of methods and activities; E. 
E. Scherf, California-Western States, 
Stockton, emphasized the value of pro- 
per records for business development. 


Discuss: Prospecting 


Friend or Foe?” 


official , - 


veteran who was in the business - in 
Michigan prior to service and in Oak- 
land since last November; Irving Korb, 
New York Life, and Edwin Ness, Trav- 
elers. They based most of their discus- 
sions on developing business with vet- 
erans and NSLI, reciting their experi- 
ences in this respect. 

Industrial agents got together for the 
panel on “The Debit Man in 1947” 
which was conducted by George W. 
Brown, John Hancock. C. L. Monag- 
han, Metropolitan, had the subject. 
“Need for Industrial Life Insurance and 
Its Presentation.” F. D. Smith, John 
Hancock, spoke on “Simple Prospecting 
for Head of Family on the Debit,” and 
Thomas Hodgson, Metropolitan, on “So- 
cial Security Approach and Sale on the 
Debit.” 

A panel “Be for the 


on P Freee 


Three 


‘lines” 


Big Buyer’ was probably the most 
technical. Speakers devoted their prin- 
cipal ideas to the man who buys in large 
lots for special needs. F. W. Dedman, 
general agent New England Mutual, 
Oakland, was moderator. Bert Williams, 
Mutual Life, spoke on “The Better than 
Average Case”; Davis S. Kamp, general 
agent New England Mutual, San Fran- 


cisco, on “A Lifetime Program in One 
Package Sale,” discussing technical 


features including handling tax problems 
and making wills; Samuel Taylor, San 
Francisco tax attorney, on the commun- 
itv property law and life insurance. He 
also took up the tax question of estates, 
pointing out some differences between 
the federal estate tax and California in- 
heritance taxes. 

A panel on “Programming,” largely in 
question and answer form with George 
Mortensen, Equitable Society, as mod- 
erator, was arranged in four parts: “The 


Qualifications of the Underwriter” to 
perform such a service, presented by 
New York Life; Don 


Herbert Hughes, 





Burckhalter, Mutual Life, the approach, 
fact finding and interview; Paul Otey, 
Penn Mutual, preparation of a proposal; 
Ben Bostick, general insurance broker 
of Oakland, the selling interview. 

One phase of minor disagreement 
which stimulated the discussions was as 
to minimum income of a prospect for 
programming. Mr. Hughes said he pro- 
grammed only prospects earning $300 a 
month or more; Mr. Bostick indicated 
he considers higher incomes than $300, 


using this plan only for high income 
executives. A member presented an 
argument from the floor in favor of 


programming prospects earning $250 as 
a matter for future development. 

The opening and closing general ses- 
sions were conducted by Reed C. Nel- 
son, American Mutual, general forum 
chairman. 





J. Russell Bley, New York Life, a 
director of the Life Underwriters Assn. 
of St. Louis, has qualified for member- 
ship in the Million Dollar Round Table. 


mean bigger 


“catches” for Provident Producers 


Speakers ranged from newcomers in the | 


LIFE INSURANCE * 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Salary Savings, 


All modern forms 


Annuities, and Non-Cancellable Disability 
combined with wide choice of Life plans. 


A panel on “Making Your Prospect- | 


ing Pay” was handled by Glenn L. 
Pierce, State Farm Life. 
enridge, general agent Equitable Life of 
Iowa, discussed methods he employs to 
keep his agency 
with prospects. Prospecting i is the entire 
key to an agent’s future. “Are you tired 
of calling on prospects who are willing 
to listen but unable to buy?” he asked. 
“Then start calling on prospects 
are able to buy but unwilling to listen. 


H. R. Break- | 


staff always supplied | 


who | 


employees. 
policies. 


A good approach can change their at- | 


titude. 

“Life insurance offers a man the only 
way whereby he can make his will be- 
fore he makes his money. This busi- 
ness of selling life insurance includes 
many phases: Prospecting, qualifying, 


cultivating, organizing, interviewing and | 
About 90% of our suc- | 


keeping records. 
cess in selling depends on prospecting 
and our mental attitude as it relates to 
prospecting. To be successful, then, we 
must do a better prospecting job. 


Your | 


HOSPITAL INSURANCE* 


DISABILITY INSURANCE ® . 
of Accident and Sickness coverage — in- 
cluding Franchise plans for five or more 
Non-Cancellable Disability 
Special Risks coverages. 


. Every form 


Issued on 


Individual, Family Group (ages 3 months 


future in the life insurance business is | 


your prospect file. 
ability, but the one that can excel in 
prospecting will be the most successful.” 
Other Subjects Considered 

G. E. Pennebaker, Mutual Life, dis- 
cussed the “cold approach,” and R. M. 
Henderson, sales promotion manager 
West Coast Life, spoke on the value of 
direct mail in developing prospects. He 
stressed persistency and continuity. 

Four war veterans conducted a panel 
on “Selling the Average Man,” with 
James Uren, Equitable Life of Iowa, a 
former lieutenant commander in the 
navy who entered the business last year, 
as moderator. 


rice Smith, Northwestern National, navy 
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The speakers were Mau- | 


All of you may have | 
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to 80 years) and Franchise plans. 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


Hospital 




















* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees 
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EDITORIAL COMMENT 





Extracting Material from Others 


The characteristic or habit that is at- 
tributed to Charles F. Thomas of Chi- 
cago who has just retired as secretary 
of Western Underwriters Assn. is an- 
other evidence of the many roads which 
he trod—that being his success in get- 
ting some ideas, suggestions and ob- 
servations of value from “everyone who 
called on him or with whom he was 
brought in association.” 

This same tendency was attributed to 
the late President M. J. Cleary of North- 
western Mutual Life. Both men had 
great liking for people of all grades. 
They also had a concern in their wel- 
fare. They were glad to ascertain what 
they were doing and what concerned 


them most. This enabled them to get 
an insight in the persons who were 
outside of their own social and business 
standing. 

It is said of both of them that, how- 
ever humble might be the caller or per- 
son they were questioning, something 
was extracted from them that invited 
their attention. They were thus able 
to broaden their outlook and get an 
insight into people with whom they did 
not come in intimate contact and whose 
work and life were different from their 
own. It can be counted a rare accom- 
plishment when one has the ability to 
sound the minds of others and thus add 
to his store of knowledge. 


raining Plans for Executive Work 


More attention and study are being 
given to what might be called the philos- 
ophy of company management than ever 
before. Not only in the present time, 
but at other periods, management has 
been put on trial. Directors are de- 
manding that in the conduet of compa- 
nies, there be no big chances taken. 
They intend that their company should 
always be on a firm financial basis. 
There should be adequate surplus and 
reserves put up to meet all obligations 
of moment. It is found that companies 
get into difficulty because of manage- 
ment showing lack of good judgment. It 
fails to discriminate between the right 
and wrong road. An executive may be 
too ambitious for volume and he em- 
ploys various expedients to get what 
he desires. He thinks his directors will 
be impressed by volume. 

Inasmuch as the right kind of man- 
agement seems to be now régarded as a 
necessity, a number of companies are 
attempting to give far more training to 
junior executives to school them along 
correct lines. 

In the first place it is acknowledged 
that an attempt should be made to put 
on a certain number of young men every 
year that seem to have qualifications of 
a superior degree. They might be given 
aptitude tests at the very start to ascer- 
tain their knowledge and mentality. 
Then there are some executives that as- 
sert that there should be a new division 
put up in every company called the 
home office training division which has 
the responsibility of developing men for 
higher executive posts. The trouble has 
been that young men get fixed in a cer- 
tain place and there is no incentive to 
emerge and look for something higher 
up. The opportunity is not there. Com- 


panies have not given the same attention 
to home office personnel as they have to 
agents, for example. 

A number of companies are forced to 
go outside their own ranks to get execu- 
tives higher up when they should have 
developed such men in their own ranks. 
A number of officials frankly acknowl- 
edge that the men that they have devel- 
oped themselves, as a rule, give far more 
satisfaction than those brought in from 
the outside. If more attention, there- 
fore, be given to the proper schooling 
and training of inside men, the better 
equipped they will be to take a higher 
office. 

There is no greater opportunity than 
right now for the right kind of young 
men to start in insurance. The head of- 
fices should recognize this and give such 
men an opportunity. They should be 
shown what lies ahead. In employing 
new young men, it may be impossible to 
tell at the beginning in what department 
they will be best suited. The first five 
year, probably, should be given to a 
general program of work and then the 
supervisor can discern at that time just 
what the young man’s mental equipment 
is, what are his qualities, he can decide 
whether he has the stuff in him or not, 
and whether he is eager to get ahead 
and become someone worthwhile. 

Some companies are making it a rule 
now to employ a certain number of new 
young men every year and out of that 
number they expect to procure at least 
one-third who will be able to make the 
grade. Men whose experience is based 
on that gotten in a company are better 
fitted to be promoted to higher posi- 
tions. They become well acquainted 
with the company, and its officials. They 
know what its policy is, what its plans 


are, what its rules are and therefore all 
this basic information does not have to 
be learned in getting into a new com- 
pany. The home trained young men, as 
a rule, are better fitted to carry on the 
work, 

In the training process, these young 
men learn what are safe, secure and wise 
methods, what the policy of a company 
should be in its relationship with other 
companies and to its policyholders. In 
the training process of those companies 
that are giving attention to the work, 
they experiment with these men in the 
field doing outside work. In due sea- 


son, a young man can tell pretty much 
his own story. That is, it is apparent 
to his superiors in just what line he is 
well fitted. 

The question of management becomes 
more important as business grows and 
becomes more complicated. Far more 
attention should be given to service to 
policyholders and furthermore, public 
relations looms up as a big factor. All 
these demands must be taken in consid. 
eration and those in the training school 
should understand just what demands 
will be made. They should be fitted to 
meet them. 








PERSONAL SIDE OF THE BUSINESS 





Charles E. Cleeton, Occidental Life, 
Los Angeles, who has been endorsed for 
reelection asa trus- 
tee of N.A.L.U. by 
ithe California State 
' Assn. of Life Un- 
derwriters, won 
fame as_ division 
oT of the 
A.L.U. member- 

committee, 
which under his 
'tenure saw mem- 
bership in Califor- 
nia association in- 
crease from 1,671 
to 3,363. Mr. Clee- 
ton has been in as- 
sociation work for 
20 years and has held every office in the 
Los Angeles association which was 
doubled in size through a campaign for 
industrial agents during his presidency 
in 1941-42. He was elected to a one- 
year term as national trustee last year. 

Mr. Cleeton is a life member of the 
Million Dollar Round Table, has served 
in all offices of the Los Angeles C.L.U. 
and was a founder of the Life Insur- 
ance & Trust Council of Los Angeles. 
He has led his company in both pro- 
duction and persistency a number of 
times. 

A native of Kansas City, Mo., he was 
educated at the University of Missouri 
and was a naval officer in the first war. 


F. Crook Whatley, general agent of 
Aetna Life at San Francisco, who was 
injured in an automobile accident at 
Lake Tahoe while attending the com- 
pany’s regional conference, is back at his 
home recovering. His injuries were not 
serious but painful and confining. 


R. M. Henderson, sales promotion 
manager of West Coast Life, has noti- 
fied his friends, through a “short-form 
life certificate,” of the birth of a daugh- 
ter. The new “assured’s” name is Mary 
Dean Henderson. The “company” 
which guarantees the “insured” long and 
happy life has Mr. and Mrs. Henderson 
as its chief stockholders. 





qi ship 





Cc, E. Cleeton 


D. E. Tatum, 23, group representative 
of the R. E. Larkin agency Connecticut 
General Life, New York city, was in- 
jured in the only plane crash at a naval 
reserve flying demonstration at Floyd 
Bennett field in Brooklyn. His injuries, 
described as not serious, oecurred when 
his Navy Hellcat fighter’s engine failed 
on takeoff before a crowd of more than 
10,000. Mr. Tatum has been with the 


Larkin agency for about a year. 

Milton H. Koch, general agent for 
Northwestern Mutual and new president 
of the Lincoln Assn. of Life Underwrit- 





MILTON H. KOCH 


ers, has been at Lincoln since 1943 and 
previously was with Northwestern Mu- 
tual at St. Louis for 20 years. 

Harold H. Ames, St. Paul general 
agent of Fidelity Mutual Life, has been 
elected president of the Greater St. 
Paul Community Chest & Council. 

Robert J. Geary, district representa- 
tive of Ohio State Life, has been elected 
president of the Fremont (O.) Ex- 
change Club. 

R. C. Harriss, general agent, Bankers 
Life of Nebraska at Fremont, was 
elected president of the Nebraska Bap- 
tist convention. He was unable to be 
present at the convention at Kearney, 
because he was attending the company 
meeting at Estes Park, Col. 


DEATHS 


William A. Diffey, 67, general agent 
of Capitol Life, died at Dallas. His son, 
W. A. Diffey, Jr., operates a fire and 
casualty agency there. _ 

He had been general agent in Texas 
for Capitol Life since 1910. John G. 
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Bauer, treasurer, and Melvin J. Rob- 
erts, assistant to the president, repre- 
senting President Clarence Daly, at- 
tended the funeral at Dallas. 


Olson Succumbs at 79 


Mutual Trust Life 
Chairman, Founder, 
Ex-President Dies 


Edwin A. Olson, chairman of Mutual 
Trust Life, former president of that 
company for 21 
years, and one of 
its founders, died 
at Augustana hos- 
pital, Chicago, after 
an extended illness. 
He had not been 
able to go to the 
office since the first 
of this year. His 
age was 79. 





Mr. Olson drew 
the charter for 
what is now Mu- 





tual Trust Life in 
1905 and he had 
been actively con- 
nected with the company since that 
time. He was president from 1922 to 
1943 being succeeded in that year by 
his son, Raymond Olson. Mr. Olson 
served as United States district attorney 
for the northern district of Illinois from 
1923 to 1927, his appointment having 
been at the instance of Senator Medill 
McCormick. 

Mr. Olson was born at Cambridge, 
Ill. He served as president of the old 
Life Agency Officers Assn. and he was 
at one time chairman of the insurance 
division of the Illinois Chamber of 
Commerce. 

A brother, O. D. Olson, is vice-presi- 
dent and treasurer of Mutual Trust Life. 

Mr. Olson was a man of rugged char- 
acter and high principles, and the com- 
pany throughout the years has been to 
a large extent a reflection of his per- 
sonality. 

Orlando Ellis, 74, traveling account- 
ant for Metropolitan Life, died at his 
home in Detroit. He had been with 
Metropolitan for 35 years. 

Jerome Kanter, 53, for 30 years an 
agent for National Life of Vermont, 
died in Detroit. He was vice-president 
of the Detroit Life Underwriters Assn. 


Olson 


Edwin A. 








Il. rare Enacted 
in Closing Hours of Session 


The Illinois legislature in its last 
breath before adjuornment this week 
passed a number of bills of interest to 
life insurance people. Among the meas- 
ures approved were: Reduction of 
groups for group life insurance from 50 
to 25 persons, together with a definition 
of association of employes and employ- 
ers; a similar act for accident and 
health; four bills bringing Blue Cross 
under supervision of the insurance de- 
partment; and an act permitting fra- 
ternals to mutualize without reincorpora- 
tion if surplus equals that required for 
a mutual legal reserve company. 

The proposal to place the burden of 
proof on the company in suits on double 
indemnity provisions of life or A. & H. 
contracts was killed. 

The state cash sickness bill was de- 
teated. 





First Tenants Move In 


Two families, first of about 7,000 per- 
sons, have moved into Metropolitan 
Life’s Peter Cooper housing project on 
New York City’s east side. The project 
is scheduled to be finished toward the 


‘end of next year but families will move 


the apartments in a continuous 
Rents for one-bedroom apart- 
ments range from $85 to $110 per 
month. The first family is scheduled to 


move into Metropolitan’s 8,775 apart- 


into 
flow. 


} 


ment lower rent project—Stuyvesant 
Town—some time this month. 


North Dakota | 
1946 Figures | 


New Business In Force 
$ $ 








Name of Company 





po BS errr 5,478,772 13,215,652 
Amer. Mutual Life.... 11,436 2,044,871 
Benefit Assn. R. Empl. 11,000 11,000 
Business Men’s Assur.. 13,533 336,297 
Central Life, Ia....... 128,966 2,577,971 
Central Life, Illinois.. 316,575 1,639,034 
Continental Assur. .... 280,908 401,857 
Conn, General Life.... 29,750 101,513 
Equitable Society .... 5,833,269 27,836,153 
Expressmen’s Mut..... 2,514 190,660 
Parmers Life ..cccces 202,427 1,134,071 
Fidelity Mutual ...... 10,183 399,889 
Franklin Life ......0. 1,543,708 3,933,664 
Great Northern Life... 125,874 455,678 
Great West Life...... 1,612,488 16,683,091 
Guarantee Mutual .... 3,565,873 9,042,859 
Guardian Life ........ 676,784 9,454,768 
John Hancock ........ 710,119 1,526,109 
Kansas City Life ..... 87,638 2,154,135 
Lincoln National Life. 2,216,175 19,362,821 
Lutheran Mutual Life. 625,667 3,234,846 
Metropolitan Life ..... 4,405,530 9,838,396 
Midland National 473,694 1,998,991 
Minnesota Mutual 1,571,832 7,829,153 
Mutual Benefit Life... 28,911 1,385,394 
PRBCORE TES se vcs ces 999,151 8,855,789 
Mutual Trust Life .... 429,148 4,764,601 
National Life, Ia....... 642,776 2,477,616 
National Life, Vt..... 33,494 1,263,057 
New World Life...... 344,119 1,282,308 
New York Life....... 5,641,876 47,146,124 
North Amer. Acc..... 2,000 10,000 
North Amer. Life..... 410,700 2,493,962 
North Am. Life & Cas, 1,123,514 4,499,301 
Northwestern Mutual... 1,439,890 9,977,423 
Northwestern National 4,387,788 29,708,033 
Occidental Life ...... 797,529 5,352,745 
Old Republic Credit... 109,164 107,092 
Pacific Mutual Life.... 5,124 1,181,954 
Paul Revere Life...... 468,274 1,447,913 
Penn Mutual Life..... 952,998 5,538,222 
Policyholders National. 1,491,956 8,992,458 
Provident Life ........ 9,815,344 42,739,483 
Provident Life & Acc. 255,955 409,763 
PRGGOGRTIGL. x ccicsicucave 450,020 3,817,170 
Security Mutual Life.. 224,999 987,369 
State Farm Life...... 190,587 790,185 
i) EG CSA err 232,327 818,246 
WOAVOIS  cscvcsicvces 1,362,097 7,539,122 
Union Central Life.... 1,281,588 3,919,026 
United Benefit Life.... 1,505,125 4,394,032 
Union National ...... 27,500 27,500 
Washington National.. 8,424 113,774 
Western States Life... 5,584,830 24,621,986 
Woodmen Central 87,000 75,000 
WORE cccnccusesesoaes 165,000 165,000 

Totals .cccccccccess $70,433,923 $362,305,040 





Moynahan Marks 25th 
Year with Metropolitan 


John D. Moynahan marked his 25th 
anniversary with Metropolitan Life by 
entertaining 100 members of his agency 
and their wives at his home in La 
Grange, Ill. He is manager of the West 
Suburban agency at Berwyn, which is 
the second largest Metropolitan agency 
in the middlewest. Presently the agen- 
cy stands No. 11 nationwide. Mr. 
Moynahan was presented with a scroll 
and he presented the wives of the 10 
leading agents with engraved compacts. 
He also presented displomas to seven 


who had completed a home office 
course. ; 
Mr. Moynahan started with Metro- 


politan as a clerk at Springfield, Mass. 
and after a variety of service became 
field supervisor at Berwyn 15 years ago. 
He also presented diplomas to seven 
is president of Metropolitan Managers 
Assn., trustee of National Assn. of Life 
Underwriters and former president of 
American Society of C.L.U. 


Insurance Jobs Discussed 

NEW YORK—“Jobs for Women 
Over 35” is the title of a book by Juli- 
etta K. Arthur to be published in Au- 
gust by Prentice-Hall. The book, sell- 
ing for $3, deals with the problem of 
the older woman suddenly faced with 
the necessity of earning a living for 
herself. One chapter discusses possi- 
bilities in the insurance field. 


Booth to Speak at Wichita 


Arch N. Booth, general manager of 
the U. S. Chamber of Commerce, for- 
mer Kansas general agent of Massa- 
chusetts Mutual at Wichita, will ad- 
dress the Wichita chamber of commerce 
Oct. 16. 








World has entered Wyoming through 
the general agency of C. H. Goodson of 





Denver. 


ARE YOU READY TO 
STEP OUT IN THE LIFE 
INSURANCE BUSINESS? 


If you have a good record as a personal 


producer... 


If you have the ability to enlist and guide 


others in building life volume... 


If, in short, you are ready to build an agency 


of your own... 


Ask Us For Complete 
Details About Our Agency Plan 


Our record of growth... our financial 


strength - our position among leading 


companies measure up to exacting standards 


of excellence. 


ONE OF AMERICA’S FASTEST GROWING 
LIFE INSURANCE INSTITUTIONS 


For Full Information Write 


J. K. Dennis, 


Vice President and Director of Agencies 
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AMONG COMPANY MEN — 





Neville Great-West 
“Ad” Chief 


W. A. Neville has been appointed ad- 
vertising manager of Great-West Life. 
He is a graduate of Queen’s University 
and has had extensive advertising, pub- 
lic relations and newspaper experience. 
He will be responsible for advertising 
and publicity. He is a veteran of five 
years’ army service, having retired in 
1946 with the rank of captain. 


McIntosh, Veteran Minn. 
Mutual Actuary, Retires 


James McIntosh has retired as asso- 
ciate actuary of Minnesota Mutual Life 
under the company’s retirement pension 
plan. He and Miss Carrie Vervais in 
the cashier’s department are the first 
Minnesota Mutual employes to realize 
benefits under this plan. 

Mr. McIntosh is a native of Edin- 
burgh, Scotland, and graduated at 





Daniel Stewarts College there. He was 
connected with North British & Mer- 
cantile 15 years before. coming to the 
U. S. He joined Minnesota Mutual in 
1914 as assistant actuary and was pro- 
moted to associate actuary four years 
later. He is a fellow of Faculty of Ac- 
tuaries in Scotland and of American 
Institute of Actuaries, and is an asso- 
ciate of Actuarial Society of America. 





Corrigan Vice-president 


F. S. Corrigan has been elected vice- 
president of North American Life of 
Toronto. He has been a director since 
1930, and succeeds the late Alfred J. 
Mitchell as vice-president. He is presi- 
dent of General Steel Wares, Ltd. 





Entertain Actuaries’ Clubs 


State Mutual and Paul Revere were 
hosts at an outing for the Actuaries’ 


Club of Boston, and the Actuaries’ 
Club of Hartford at West Boylston, 
Mass. Dinner speaker was Horace R. 








Fee nr ey 





co 











“Gentlemen, how do you rate as fathers?” 


Bankerslifemen Aren’t Easily 
Fooled by Appearances 


Despite the cartoon, Bankerslifemen have learned through 


schooling and experience not to be taken in by what may ap- 
pear on the surface. They have learned that to render full and 
efficient service they must get down to basic facts. 


Part of that knowledge comes from the skill with which they 
are introduced to the business by their trained agency managers 
and part from the schools under home office direction which 
they attend. From a program which combines theory, “Book- 


° 


learning’ 


and practical experience so well; they are bound to 


emerge as well balanced insurance underwriters. 


The ability to get the facts and not act upon just what shows 
on the surface makes the typical Bankerslifeman the kind of 
underwriter you like to know as a friend, fellow worker, or 


competitor. 


Bankers /2/e COMPANY 


DES 


MOINES 











Bassford, Metropolitan, president of the 
Actuarial Society of America. Alson C. 
Patton, Paul Revere, was dinner chair- 
man and Richard C. Guest, State Mu- 
tual, was toastmaster. 





Stoughton Joins State 
Mutual Group Department 


Jason E. Stoughton has been named 
group representative of State Mutual 
in the southeast 
with headquarters 
at Baltimore. Mr. 
Stoughton has 
been with Massa- 
chusetts Mutual 
for a year as dis- 
trict group mana- 
ger for Delaware, 
Maryland and the 
District of Colum- 
bia. He entered 
the group field in 
1940 as district 
group manager for 
Connecticut Gen- 
eral at Baltimore. 
Mr. Stoughton attended Ohio Wes- 


J. E. 


Stoughton 


leyan university and University of 
Michigan and was in sales work be- 
fore entering insurance. He was dis- 


charged as a major after serving -in 
army intelligence in the Mediterranean 
area, 


i 00 Genes Seems 


H. H. Blakeman has been appointed 
general manager and actuary of Em- 
pire Life, Kingston, Ont. He has been 
in life insurance in Canada and the 
United States since 1927 and for two 
years has been assistant general man- 


ager and actuary there. 


————— wenn ae —s 


COMPANIES — 


Empire State Celebration 


_ The 60th anniversary and the open- 
ing of new home office quarters of Em- 





| pire State Mutual Life of Jamestown, 


N. Y., was celebrated at a banquet at- 


| tended by about 80 business and civic 


leaders, Speakers included Eugene M. 
hore, general counsel of Life Insur- 


ance Assn. of America; M. O. Doolittle, 


| president of Empire Mutual, and Peter 


FE. Tumblety, vice-president in charge 
of the New York City office, and Carl 
Typermass, deputy New York insurance 
superintendent. 

The new quarters were opened to 
public inspection for two days. 


Olympic Nat'l Buys Building 

Olympic National Life has purchased 
the Empire building in downtown 
Seattle and named it Olympic National 
building. 





Directors of the Colonial Life de- 
clared a dividend of $1 per share on its 





stock, payable June 27 to stockholders 
of record June 23. 


Emry Green Heads New 
N. C. Company Venture 


GREENSBORO, N. C.—Emry_ C, 
Green, former president of Pilot Life 
and also a former vice-president of Jef- 
ferson Standard \Life, is president of 
Fidelity National Life of Greensboro 





EMRY C. GREEN 


that has now been incorporated. This 
company will operate in the ordinary 
field and will specialize in monthly in- 
come disability insurance. : 
The authorized capital is $2 million, 
consisting of 50,000 class A common and 
150,000 class B, all of $10 par. Some 
$30,000 has been subscribed to date. 





National Savings Life Is 
Formed in Oklahoma 


National Savings Life of Oklahoma 
City has been organized with author- 
ized capital $250,000 and surplus $250,- 
000. Paid up capital is $50,000 and 
paid up surplus also $50,000. 

Judge Merrel Siler of Siler & Siler, 
attorneys, is president; Orbie E. Siler 
of the same firm, vice-president; C. C. 
White, formerly with Home State Life, 
director of agencies, and A. C. Bickell, 
former general agent Southland Life, 
secretary-general manager. 

Directors include Dr. C. A. Morgan, 
chief medical director; Connie Master- 
son, H. J. Jeffries, B. Wickberg, Ralph 
Wooten, W. A. Woodworth, D. R. 
Thompson, and Roy Bouldin. E. W. H. 
Falter, C.P.A. and tax expert, is audi- 
tor and Dr. Maude Masterson, medical 
examiner. 


Be sure you have “all the answers’, get 
the Unique Manual-Digest from THE Na- 
TIONAL UNDERWRITER. 











Chicago 4, Ill. 


_ MANAGER WANTED IN 
| SOUTHWEST 


One of largest companies expanding operations in South- 
west wants District Manager in rapidly growing city of 
50,000 with splendid trade area. Age 28 to 40 preferred. 
Salary, bonus system, pension plan, personal production 
makes this opportunity of a lifetime for right man. Give 
complete information on education, experience, marital 
status, etc. Replies held in strict confidence. Box M-40, 
| THE NATIONAL UNDERWRITER, 175 West Jackson Blvd., 
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LIFE AGENCY CHANGES 





Takes Shreveport Post 
for Great Southern Life 


Great Southern Life has appointed 

Louis M. Gregory as manager at Shreve- 
port. 

Mr. Gregory 


graduated from 
Mississippi College 
in 1929 and en- 
listed in the army 
air corps. He was 
graduated from 
Kelly field flying 
school as a second 
lieutenant in 1931. 

In 1933 he _ be- 
came an agent for 





Lincoln National 

and was writing in 

excess of half a 
Louis M. Gregory 


million when he 
went on active duty in the air corps in 
1937. After two years in Honolulu he 
was sent to Barksdale field as director 
of ground training. Then followed many 
training commands _ throughout the 
states until he returned to Barksdale in 
1946 as public relations officer with the 
rank of colonel. 

Resigning from the regular army, he 
returned to personal production with 
Lincoln National and within seven 
months qualified for the leaders club. 

Mr. Gregory is a vice-president of Na- 
tional Air Reserve Assn. and President 
of its Shreveport chapter. 

L. S. Adams, president of 
Southern, and Ford D. Albritton, 
president and manager of agents, pre- 
sented Mr. Gregory to members of the 
agency at a dinner July 1. 


Great 
vice- 





Prudential Opens Fresno 
Agency, Niagara Branch 


Prudential has opened an agency in 
Fresno which is independent of the dis- 
trict office there. Arthur F. Renning is 
manager. There is a branch in Bakers- 
field. 

Mr. Renning has been with Prudential 
since 1936 and has been assistant man- 
ager in the Jack M. White agency, Los 
Angeles. 

He is a graduate of the University of 
California and studied life insurance at 
Southern California. 

Prudential has opened an office in Ni- 
agara Falls, as a branch of the Buffalo 


agency. Carne C. on ree assist- 
ant manager in Austin, Tex., is in 
charge. 


Mr. Cunningham, a native of Niagara 








THE UNION LABOR 
LIFE INSURANCE 
COMPANY 


MatTTrHEW WOLL, President 
570 Lexington Avenue 
New York 22, N. Y. 





An old-line, legal reserve institution, 
offering Group and Ordinary Life, 
and Group Health, Accident and 
Hospitalization coverage. 


Inquiries regarding sales oppor- 
tunities welcome. 




















Falls, is a graduate of Greenville Col- 
lege, Ill, and at one time represented 
the company in Buffalo. As a navy 
lieutenant, he took part in the initial | 
landings at Leyte, Lingayen and Oki- 
nawa. 





Miller Succeeds Baldwin 
at Great Falls, Mont. 


Arthur W. Miller, district agent of | 
Northwestern Mutual at Marshall, Minn., 
has been appointed | 
general agent at as ae 
Great Falls, Mont., 
to succeed G. Clyde 
Baldwin. 

A graduate of 
University of Muin- 
nesota, he entered 
life insurance in 
1936 after teaching 
school. He joined 
the Northwestern 
Mutual in 1938 as 
district agent at 
Marshall and _ in 
1941 and 1942 won 
bronze and _ silver 
button awards for personal production. 
He volunteered for service in the navy 
in 1942 and become a lieutenant. After 
separation in 1945 he qualified for the | 
gold button honor in the balance of the 
agents’ production year which ended 
the following May. He is vice-com- 
mander of American Legion for his dis- 
trict in Minnesota. | 

Mr. Baldwin, who is resigning from | 
agency management duties, started with 
Northwestern Mutual at Idaho Falls, 
Ida., in 1917, and became general agent 
at Great Falls in 1930. He will con- 
tinue with the agency, devoting his full | 
time to personal production. 


Bankers L. & C. in Georgia 


C. A. Waller has been appointed | 
Georgia state manager for Bankers Life | 
& Casualty of Chicago. He has been} 
in the life and health and accident busi- | 











A. W. Miller 





ness in Georgia for 25 years. Headquar- | 
ters will be in Atlanta. Additional offices | 

b : : . 
will be established in the state in the | 


near future. 

Bankers L. & C. is now operating ac- 
tively in eight states and contemplates 
entering into additional states soon. It 
has more than doubled its production | 
for the first six months of 1947 over the | 


same period last year. 4 Company of CAREER Underwriters * 





Baltimore Assigns Trio 


Baltimore Life has appointed Edward 
C. McClain, superintendent in charge 
at Butler, Pa., a branch of the Brad- 
dock office. Mr. McClain started with 
the company in 1944 at Philipsburg, Pa. 
Irvin J. Tatar has been named superin- 
tendent at Braddock and George Pastor 
at McKeesport, Pa. 





Wilmot to San Francisco 


George R. Wilmot, immediate past 
secretary-treasurer of the Kansas Assn. 
of Life Underwriters and program 
chairman for the highly successful sales 
congress in Wichita, has resigned as 
general agent of Guarantee Mutual at 
Wichita to join Bankers of Nebraska 
as general agent at San Francisco. 





Seymour M. Hamburg has been ap- 
pointed district supervisor at Rochester, 
N. 7% by rw Mutual Life. 


Arthur A. Dobson, Lincoln, Neb., 
civil engineer and general contractor, 
who is a director of Midwest Life and 
Hawkeye Casualty, has been appointed 
chief of the reconstruction branch of 
the U. S. mission to Greece. 
assist former Gov. Dwight 
head of the mission, 

H. E. Kirkpatrick of Trenton, Tex., 
has joined the Texas life insurance de- | 
partment as an investigator. 








Griswold, 


He will | 








Should Health Be a Factor 
In Selecting New Agents ? 


...our Managers gave us 





the answer at a recent 
Home Office conference! 








HERE’S AN OLD SAYING that life insurance selling is 
the “best-paying hard work in the world.” While the 
financial opportunities are great, the job does place extra 
demands on physical endurance. 
At a.recent conference, this matter was the subject of 
earnest discussion by our managers. Their combined 
experience pointed to one conclusion: the odds are against 
a good future for an applicant in poor health. 
Result: Every prospective agent is now required to pass 
a thorough physical examination by one of our Medical 
examiners. 
We believe that this policy will accomplish two ends: 
It will avoid inevitable disappointment of the applicant 
who is not physically able to do the job. And it will help 
maintain a high level of efficiency among those career 
men and women who serve “our” public. 








@ This is the third in a series 
of advertisements present- 
ing ONE company’s opinions 
on the subject of “career 
underwriting.” 





HOME OFFICE 
SACRAMENTO 





THE HOME OF 
COMPLETE 
PROTECTION 





. * 3 « 
atnets Voor Cloauuaee 
COMPANY 

KANSAS CITY, MO. 


LIFE-ACCIDENT-HEALTH:ALL-WAYS 
HOSPITALIZATION + GROUP + REINSURANCE 
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LIFE SALES MEETINGS 





Bankers Life of Nebraska 


Has 60th Anniversary Rally 


Members of the Bankers Life of Ne- 
braska field organization were guests of 
the company at its 60th anniversary 
convention in Estes Park, Col. Nearly 
300 representatives and wives were in 
attendance. This was the first conven- 
tion this company has held since be- 
fore the war. 

Speakers included President H. S. 
Wilson, C. H. Heyl, agency vice-presi- 
dent, and J. C. Ames, vice-president 
and actuary. A feature of the first 
day’s business meeting was the “Dough 
If You Know” quiz program, with E. 
S. Wescott, agency assistant and sales 
promotion manager, presiding. Silver 
dollars were paid for correct answers 
to questions pertaining to life insurance 
and company practices and procedures. 

The convention was strictly a family 
party. All activities, even the business 
meetings, were designed to appeal to 
both the men and their wives. A “jun- 
ior convention” was conducted for the 
35 children in attendance. 

Mr. Heyl announced a company con- 


vention will be held in 1948, the place 
and date to be announced later. 


Hold Embry Agency “Float” 


The “float” of the A. M. Embry 
agency of the Equitable Society for 
western Missouri and Kansas down the 
James and White rivers in the Ozarks 
was held June 24-26. Guests were the 
10 leading producers in a special cam- 
paign ending June 20, assistant agency 
managers and district managers, mak- 
ing a party of 20. 

Ben T. Embry, associate agency man- 
ager, assisted his father, A. M. Embry, 
in the campaign. About 120 agents 
competed for the coveted award. 


Hold Seminar on Group 

Forty-five salaried group representa- 
tives of Occidental Life from western 
states held a three-day seminar on 
group insurance in Los Angeles led by 
home office staff members. Occidental’s 
new group mortgage plans were dis- 
cussed and other phases of group op- 
eration. 

It was announced Occidental’s group 
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"A neighborly company" was the "'in- 
a-word' description of the Central 
Life of Illinois at a recent civic cele- 
bration honoring one of our general 


So many human relations are included 
"neighborly" . . 
ness, understanding, helpfulness, sin- 
cerity. It conveys a warmth of feeling 
born of sharing sorrow . . 
good fortune. What more truly per- 
sonifies the mission of a life insurance 


This spirit of neighborliness is reflected 
not only in the relationship between 
our field men and their policy owners, 
but characterizes the close association 
between the Home Office and the 


The complete line of policies . . . the 
sales aids .. . added to this ''neighbor- 
offers the career life insurance 
man a real opportunity. 
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Alfred MacArthur, President 
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insurance in force soon wil! pass the 
half billion mark. 

Among speakers were H. W. Brower, 
executive vice-president; V. H. Jenkins, 
senior vice-president; C. H. Tookey, 
actuarial vice-president; P. M. Ander- 
son, assistant vice-president; E. S. Jen- 
sen, assistant secretary; R. H. Belknap, 
director of agencies; W. B. Stannard, 
western division manager; D. L. Hart- 
man, assistant group superintendent; El. 
RA. McCorkle, assistant actuary; J. 
A. O’Connor, assistant controller, and 
B. H. Shaughnessy, group supervisor. 


Western Life Roundup 


Western Life of Helena held its Pin- 
nacle Club convention at Vancouver and 
Malibu Lodge, B. C. The group went 
from Seattle to V ancouver via boat, and 


then took another boat to Malibu 
Lodge. Head office representatives in- 
cluded President R. B. Richardson; 


Charles Greenfield, assistant to the pres- 


ident; Floyd Young, actuary; Lee Can- 
non, agency vice-president; Alex Kirk, 
assistant secretary; Luther Thompson, 


auditor. 


Jeff. Standard Coast Rally 


The first regional agency conference 
ever held in San Francisco by Jefferson 
Standard Life was conducted June 30- 
July 2 with Vice-president C. E. Leak, 
Karl Ljung, agency manager, and eS; 
Causey, superintendent of agencies, par- 
ticipating. Myron Fairchild, general 
agent at San Francisco, welcomed the 
delegates. Frank W. Bland, Pacific 
Coast manager of THE NATIONAL UNDER- 
WRITER, made the closing address on 
salesmanship. 


Meet at Bluefield, W. Va. 
William F. 


secretary, and Harold Paulsen, 





Murray, manager social 
security board, addressed the Bluefield, 
W. Va., district meeting of Kentucky 
Central Life & Accident on social se- 


curity. W. D. Jones, district manager, 
was in charge. A. W. Turner, Prince- 
ton, W. Va., assisted in the program. 


Plans were made for the company’s 
— convention at the Congress ho- 
, Chicago, Sept. 4-6. 





West Coast Sets “48 Dates 


West Coast Life will hold its 1948 
agency convention at Coronado, Calif., 
with sent. 12-16 as tentative dates. 





Phasuiniae Stata Samed 


Phoenix Mutual has applied to the 

S. circuit court of appeals for dismis- 
sal of the NLRB case involving the 
company and two former commission 
agents, Clarence M. Davis and W. Don- 
ald Johnson of Chicago. The board re- 
cently ruled that the agents were em- 
ployes within the meaning of the act 
and had been fired for engaging in activ- 
ities protected by the act when they 
sought a voice in picking a new cashier 
for the Chicago-La Salle agency. 


MANAGERS 


Warns Managers to Teach 
Quality Prospecting Now 


George P. Smith, assistant superin- 
tendent of agencies of State Mutual, de- 
clared at a lunch- 
eon of Detroit 
Assn. of General 
Agents & Manag- 
ers that this is the 
time to teach the 
agent to line up 
quality prospects 
with whom he has 
much in common, 
who will give him 
a solid base for cli- 
ent building when 
the market is 
changed and_ cli- 
ents must be in- 
duced to put sacri- 
fice dollars into life insurance. 

It is natural to overlook the reservoir 
of prospects the agent is building, just 
so long as his present production is sat- 
isfactory, but prospecting with an eye 
to the future need not disturb produc- 
tion, he said. 

Mr. Smith said that 1947 will test the 
manager’s strength, but 1948 may well 
test not only strength but resourceful- 
ness. Each company will have made re- 
visions in rates, the public will have 
been told about the advantages of buy- 
ing before such changes. The agency 
that has been built will show in its 
resiliency during this aftermath, not 
how much was built, but how well it 
has been been done. 

The business received storm warnings 
of increasing lapses similar to those in 
the early thirties, when it became clear 
that the only business that really pays 
off to a manager is of the quality type. 


Proctor Tells His Methods 
for “Building Leaders” 


E. T. Proctor, Nashville general agent. 
of Northwestern Mutual Life, addressed 
the San Antonio Life Managers Club on 
“Building Leaders.” Taking a man with 
education, enthusiasm, enterprise and 
energy, Mr. Proctor would have him 
learn to recognize the types of business 
which the company will issue and then 
service this business capably and con- 
scientiously. He feels that success de- 
pends more on servicing business than 
selling business. He would have the 
agent learn how to motivate people 
through a careful study of what makes 
them act. 

In connection with metivation, Mr. 
Proctor pointed out that a man _ will 
work harder for a straw hat in a contest 
than he will for the money to be made 
out of a sale. He told of a plan used 
jointly by general agents in four south- 
ern states which gives the three top men 
of the region a four or five-day vacation 
at the expense of the general agent. He 
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said a contest should never be allowed to 
become a setup. Contests give a man 
an incentive to excel his own record and 
keep his eyes on the company clubs. He 
would see to it that no one member of 
an agency can be assured of winning in 
successive years. 

While some managers spend much 
time trying to strengthen an agent 
where he is weak, he believes this tends 
to develop a group of mediocre produc- 
ers, and that managers who ‘try to em- 
phasize the strong points of their men 
will get better results. It is all right to 
let the man who likes such things keep 
a detailed record of calls, presentations 
and sales, but he thinks this should not 
be made a burden to the good producer 
who finds such work unpleasant. 

Experience has indicated to him that 
each agent has a field in which he tends 
to specialize. He says men should be 
encouraged to do this and call in spe- 
cialists in other phases when this is ad- 
visable. 

Mr. Proctor said he spends much 
time in consultation with his men, plan- 
ning with them the presentation which 
is to be made. This builds the man’s 
prestige with the buyer and helps out 
the agency, while the selling agent gets 
the commission and the prestige 


Greene No. N. J. President 


NEWARK—R. Barry Greene, New- 
ark manager of Connecticut General, 
has been elected president of the Gen- 
eral Agents & Managers Assn. of 
Northern New Jersey. Vice-president 
is J. B. McWhinney, John Hancock, 
and secretary-treasurer, E. B. Ames, 
Phoenix Mutual. 


Gehrke Rochester Chief 


Rochester Life Managers Assn. has 
elected as president, Arthur H. Gehrke, 
Union Central; vice-president, Tim 
Crowe, New York Life; secretary, Ken- 
neth R. Brown, Continental American. 











Schwemm Seattle Speaker 


Earl M. Schwemm, Chicago agency 
manager of Great-West Life, will speak 
in Seattle before the Life Managers 
Assn. at a luncheon July 7. 


CHICAGO 


RENT PROBLEM IS VEXATIOUS 


Probably 65% of the general agents 
in Chicago are harried by the rent ques- 
tion. It is occupying more attention 
than all the rest of their business. Build- 
ings have boosted rents and some offices 
find that their rental has been doubled. 
When suddenly a large amount of ex- 
pense is laid on the desk of a general 
agent, he must decide for himself what 
to do and how to meet it. He may de- 
cide to write personal business himself 
or he will do recruiting and get enough 
men to write sufficient business to pay 
for the extra burden. Two or three 
general agents have simply cut their 
office space in two. They have dis- 
missed agents that write a small amount 
of business and hold on to those who 
produce $100,000 or more. 

Even the $100,000 producer does not 
break even for the general agent, but 
most of the general agents hope that 
they can get these men to increase their 
production. Some general agents find 
that agents writing a small business 
have been connected with their offices 
for 40 years. They usually are taken 
care of by giving them a desk and urg- 
ing them to do more work. Altogether 
the rent problem is a vexatious one. 














PAN-AMERICAN MOVES OFFICE 


The Chicago office of Pan-American 
Life, which has been in the Conway 
building, has moved to the Chicago Real 
Estate Board building, 105 West Madi- 
son street. L. W. Ginter is manager. 
Mr. Ginter is not only the head of the 
life department, but also handles loans 
for the company in Chicago. He has 





a special department in his new office 
for that work. The telephone number 
remains the same. 

The Chicago office handles all the 
company’s premium collections in the 
midwest. Mr. Ginter supervises life in- 
surance prodisction for northern Illinois 
and northwest Indiana. He has been 
the Chicago manager of Pan-American 
for 17 years and Paul J. Miller has been 
cashier for 15 years. 


ASSOCIATIONS 


Hoghe Elected 
L. A. President 


LOS ANGELES—The Life Under- 
writers Assn. of Los Angeles at its 
annual meeting, with membership re- 
ported as 1,001, an all-time high, elected 
as president, Russell L. Hoghe, general 
agent, Equitable Life of Iowa; first vice- 
president, John F. Curtis, Massachusetts 
Mutual; second vice-president, Fred A. 
McMaster, Ohio National; secretary- 

















Troy M. Zigler, Prudential (left), retir- 
ing president, presents gavel in the tradi- 
tional ceremonial of the Los Angeles asso- 
ciation to Russell L. Hoghe, Equitable of 
Iowa, president-elect, 





treasurer, Gerald W. Page, Equitable 
Society. 

New directors are E. A. Ellis, Pacific 
Mutual; H. H. Mickley, Northwestern 
Mutual; H. S. Parsons, Travelers, chair- 
man Million Dollar Round Table; G. N. 
Quigley, Manufacturers Life; O. N. 
Robertson, Mutual Life; Troy M. Zig- 
ler, Prudential, retiring president; E. L. 
Anderson, Provident Mutual Life. 

Dr. G. Kearnie Keegan, Temple Bap- 
tist Church, was the speaker. 


S. B. Ross W. Va. Chief 


S. Byrl Ross, Midland Mutual, Park- 
ersburg, was elected president of West 
Virginia Assn. of Life Underwriters at 
the annual meeting at Bluefield. First 
vice-president is Ross Davis, New York 
Life, Wheeling; 2d vice-president C. D. 
Rhodes, Provident Mutual, Bluefield. 

Mr. Rhodes was chairman of the com- 
mittee on arrangements for the meeting 
and sales congress. The banquet speaker 
was C. Brainerd Metheney, Fidelity Mu- 
tual, Pittsburgh, on “The Magic of Life 
Insurance.” Mayor Vest, who is in the 
insurance business, gave the welcoming 
address. 

The next morning there was a C.L.U. 
breakfast and at the ensuing session, 
speakers included Judd C. Benson, Union 
Central, Cincinnati and Paul H. Troth, 
Jr., Home Life, New York, who spoke 
on “Life Insurance Illustrated.” 

At the final luncheon session, Herbert 
R. Hill, Life of Virginia, Richmond, 
spoke on “Social Security Selling 
Slants.” 





McClure K. C. President 


Ernest L. McClure, general agent of 
Continental Assurance, has been elected 
president of the Life - Underwriters 
Assn. of Kansas City. Earl E. Amick, 
Equitable Society, is vice-president; 
Marion F. Houston, Washington Na- 
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‘tn wonderful statistics without which we couldn't 

run the insurance business show that for each mortgage 
borrower who dies before he repays his loan, several 
other borrowers are disabled by accident or illness. 










Who pays their monthly mortgage instalments when 
they are disabled? 


Occidental does under two of its three new “Home Security 
Plans” for mortgage borrowers announced last month. 













This disability protection is the something extra that 
makes the sale. 


Write for a free copy of the booklet, “Home Security 
Plans,” describing these complete mortgage protection 
plans in detail. 
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Study + Soll - Sore 


The agent who knows his business 
and his prospects’ needs, who works 
untiringly to put his knowledge to prae- 
tical use, and who sincerely believes 
that continuing service is as important 
as initial achievement is the true career 
underwriter. 
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We enjoy counting the number of 
such men on our sales team. 
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tional, second vice-president, and Max 
Griglione, Metropolitan, secretary. 

Named to the board were Norma 
Wasson, Phoenix Mutual; L. W. De- 
Young, Aetna Life; W. H. Hughes, 
New York Life, and K. W. Stockton, 
Business Men’s Assurance. 





Jamestown, N. ¥.—T. Merrill Palmer 
has been elected president; W. H. Dabe, 
vice-president; E. W. Switzer, secretary; 
Charles Bucy, treasurer; Julius Blaha, 
national committeeman. 

High Point, N. C.—James R. Comer has 
been elected president; C. K. Anders, 


vice-president; Norman L. Garner, or., 
secretary; Lloyd Swink, treasurer; Lee 
Schaner, national committeeman. 


Denver—Max S. Caldwell, Connecticut 
Mutual, was elected president; John M. 
Cunningham, Jr., is first vice-president, 
and W. P. Arnold and E. G. Robertson, II, 
2nd vice-president. Robert W. Frye was 
elected secretary and these are the new 
directors: Searcy J. Graham, William A. 
Barton, Joseph L. Campbell, Jim Godard 
and Thomas G. Herbert. 

Thirty-six were awarded the national 
quality award. 

Charleston, W. Va.—New president is 
Alfred Hansen, Prudential; vice-presi- 
dent, Deal Tompkins, Northwestern Mu- 
tual; secretary, Edward C. Leonard, Mu- 
tual Life; treasurer, Isaac Schuman, Lin 
coln National. 

The NQA was presented 
bers by J. Hollis Robson. 


to.14 mem- 


Stockton, Cal.—John D. Jacobs has 
been elected president, Leonard Gibson, 


vice-president, and Louis Davis, secre- 
tary-treasurer. 

Butte, Mont.—James R. Shea is the 
new president, William P. Le Veaux, 
vice-president and C. S. Williams, secre- 
tary. 


Syracuse, N. Y.—Myron B. Barlow, 
State Mutual Life, has been elected presi- 
dent; Earl V. Osborne, Berkshire Life, 
vice-president; Grace V. McCrea, Farm- 
ers & Traders Life, executive secretary 
and treasurer; William J. Hunter, John 
Hancock Mutual Life, secretary. 


Terre Haute, Ind.—Hubert Thomas was 
elected president; A. R. Miles, treasurer; 
William Rynick, secretary. 

Oklahoma—At the June meeting it was 
reported membership had topped all 
records, being 316. National quality 
awards were presented to 48 members. 
Cc. E. VanCleef, retiring president, pre- 
sented his successor, Herndon Lackey, 
Massachusetts Mutual. Theo M. Green, 
Massachusetts Mutual, talked on the ob- 
ligations of life agents. 

Long Beach, Cal.—New officers elected 
are: President, F. D. Howell, Equitable 
Society; vice-president, H. J. Wulfsberg, 
Jr., Northwestern National; secretary- 
treasurer, W. B. Furman, Prudential. 

Cedar Rapids, Ia.—Paul Kohl, General 
American, has been elected president, 
succeeding Ira Carrithers, Mutual Bene- 
fit Life. Verdi Lenzen, United Benefit, 
was named vice-president; Ray Ashlock, 














HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
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Connecticut General, secretary, and Wal- 
ter Frey, Occidental Life, treasurer. 

Elmira, N. Y¥.—Howard E. Blair was 
elected president, succeeding Clarence 
H. Claus; Norman Painton and Elliot R. 
Blauvelt, vice-presidents; Howard E. 
Dailey, secretary; Philip Finch, treasurer. 

Kokomo, Ind.—William T. Smith, Jr., 
was elected president; Bernie Hite, vice- 
president; Harry V. Foreman, secretary, 
and Mark Arnold, treasurer. 

Hastings, Neb.—A. C. Hughes was 
named president; Charles Hoffman, vice- 
president, and R. M. Thompson, secre- 
tary-treasurer. 

Rochester, N. Y.—Arthur H. Gehrke, 
Union Central, has been elected presi- 
dent; Tim Crowe, New York Life, vice- 
president; R. Brown, Continental Amer- 








ican, secretary. 
Richmond, Va.—New president is W. 
Stanley Teagle, manager Metropolitan, 


succeeding Harvie D. Goddin, Jr., Equit- 
able of Iowa. James D. Hawkins, Provi- 
dent Mutual, was named first vice-presi- 
dent, and Arthur D. Thomas, Massachu- 
setts Mutual, second vice-president. 

Seven agencies were awarded 100% 
membership certificates by Neil D. Sills, 
manager emeritus of Sun Life of Canada, 
past president of the Richmond associa- 
tion and of N.A.L.U. 

President Goddin announced 35 agents 
had qualified for the 1947 national qual- 
ity award. 

Parsons, Kan.—The annual meeting 
was held on June 14. Harry L. Ireland, 
General American Life, has been elected 
president, succeeding M. E. Lay, Farm- 
ers & Bankers; John T. Conroy, vice- 
president, and Jack Maier, Equitable So- 
ciety, secretary. A publicity and edu- 
eational campaign is being organized 
with F. C. Kirkpatrick, Travelers, as 
chairman. 

Wichita—A new all-time high mem- 
bership was reached at the closing meet- 
ing of the year which was addressed by 
Harry W. Stanley, veteran Equitable of 
Iowa general agent, on “The Die Is Cast.” 

New officers elected include: Earl 
Strimple, Mutual Life, president; L. D. 
Carter, National L. & A., and Levi B. 
Rymph, Columbian National, vice-presi- 
dents; John Kincheloe, Connecticut Mu- 
tual, secretary. 

Sanford, N. C.—F. Y. Hanner has been 
elected president, succeeding James 
Pleasants; Harry Gaw, vice-president, 
and Mack McFayden, secretary-treasurer. 

Dallas—J. Howard Ardrey, Indianapolis 
Life, was advanced to president at the 
annual meeting, succeeding Hal D. 
Webb, Lincoln National. E. O. Choice, 
Great National, becomes first vice-presi- 
dent; Guy L. Goldstandt, Equitable So- 
ciety, second vice-president; Mrs. Anne 
Judd, Southwestern Life, secretary, and 
M. F. Simmons, Southland Life, treas- 
urer. ' 

R. Barney Shields, Great National 
Life, was chosen national committeeman, 
and Charles E. Seay, Southwestern Life, 
state committeeman. Directors named 
are W. B. Orman, Kansas City Life; Orin 
Massey, Rio Grande National; Newman 
Long, State Mutual, and L. M. Buckley, 
New England Mutual. 

National quality awards were made to 
41 members. 

Madison, Wis.—Daniel H. Wing, Equit- 
able Society, has been elected president, 
succeeding R. M. Vetter, Continental As- 
surance; Robert A. Judd, Phoenix Mutual, 
vice-president; Dale E. Miller, Bankers 
Life of Iowa, secretary; Grace Dahm, 
Northwestern Mutual, treasurer; Moses 
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W. Smith, Equitable, national commit- 
teeman. National quality award certifi- 
cates were presented to 31 members. 
Dwight H. Teas, Aetna Life, Wisconsin 
Rapids, spoke on “Executors Decisions.” 

Saginaw, Mich.—Mortimer C. Fettig has 
been: elected president. Vice-presidents 
are Thomas H. Lawler and John H. Brey- 
fogle; secretary, Howard F. Gremel; 
treasurer, Lee F. Bennett; national com- 
mitteman, Arthur R. Gremel. 

Youngstown, 0.—Carson J. Clancy is 
the new president; Herbert L. Oberer, 
vice-president; Robert Thompson, secre- 
tary, and Lamar Donahey, treasurer. 

Atlanta, Ga.—Dudley C. Fort has been 
elected president; Paul Burt, first vice- 
president; Luther H. Guest, second vice- 
president; Charles G. Bethea, secretary, 
and C. C. Birkhead, treasurer. 

Columbus, 0.—Ben F. Hadley, Equit- 
able of Iowa, has been elected president. 
Vice-president is Todd W. Bechtoll, Penn 
Mutual; secretary, Ely D. Miller, Provi- 
dent Mutual, and treasurer, W. B. Hoyer, 
John Hancock. 

Battle Creek, Mich.—Ralph B. John- 
ston has been elected president. Vice- 
president is D. J. Patterson; secretary, 
David Bailey, and treasurer, Ralph W. 
Vanderwall, 

Quality awards were presented to 
nine members. H. Loree Harvey, Equit- 
able Life of Iowa, Kalamazoo, a former 
president of the state association, spoke. 





Present Interest Rates 
Encourage Recklessness 


(CONTINUED FROM PAGE 3) 

The average age was 44 years, with 
$16,500 annual income earned, $62,- 
417 of insurance carried, and 17.6 years 
experience in the business. Thirty-three 
were personal producers, averaging 
$720,000 annually. Eleven kept a rec- 
ord of calls and interviews and the rest 
did not. 

Besides Dr. Huebner the lecturers in- 
cluded D. B. Maduro and David Stock, 
New York lawyers; J. E. Bragg, man- 
ager Guardian Life, New York City; 
C. P. Dawson, general agent New Eng- 
land Mutual, New York; D. B. Fluegel- 
man, Northwestern Mutual, New York 
City, and J. F. Honold, second vice- 
president Chase National Bank, New 
York, 

The administrative staff included 
Dean L. J. Ackerman of the school of 
business, who acted as coordinator; S. G. 
McMillan, professor of marketing; F. W. 


Floyd, executive secretary, American 
Society; John A. McNulty, manager 


Prudential, New York City, chairman of 
the institute committee, and J. G. Fey, 
an undergraduate. 


Three Assistant Managers 


Mutual Life has appointed three new 
assistant managers: F,. H. Hardy of the 
Birmingham, Ala., agency will supervise 
operations in 22 counties from headquar- 
ters in Montgomery. J. C. Zimdars, Mil- 
waukee agency, will direct the organiza- 
tion in 12 counties from his office in 
Madison. J. M. Bash will assist A. E. 
Lawson with his New York City agen- 
cy’s field force. 
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ANTIDOTE FOR HIGHER EXPENSES 





Tom Murrell Tells General Agents His 
Ways of Boosting Production 





Addressing the Los Angeles life man- 
agers conference, Thomas G. Murrell, 
general agent for Mutual Benefit, told 
how the general agent can become a 
true production manager to boost sales 
to meet skyrocketing agency expenses, 

Mr. Murrell said he had found in his 
agency that $1.81 is needed for exnenses 
to every dollar needed in 1940. As a 
consumer, every man needs 1.6 times as 
many dollars as he did in 1940 to pay his 
bills. This being the case, Mr. Murrell 
indicated he figured that the volume of 
his business must now be 1.8 multiplied 
by 1.6 or 2.9 times as much as in 1940 
to have as many takehome dollars. The 


general agent must be a production man- 
ager or he will not be a general agent, 
he said. 


Mr. 


Murrell declared that the best 





THOMAS G. MURRELL 


management will not, on the average, 
increase the production of a group by 
more than 40% in excess of what poor 
management would have paid. There- 
fore, the production of existing units 
can be increased just so much and then 
it’s the problem of adding more produc- 
tion units. 


Objective—Get Agents Out 


Production management is directed at 
just one objective, getting agents to see 
prospects, and sometimes there is a little 
reverse English and the production man- 
ager must get prospects for the agents 
to see. The factors which may be em- 
ployed to start an agent to a prospect 
are need of money, competition, habit 
and desire for approval. Despite the 
terrific time overhead, the general agent 
must find time to play upon these 
strings. , 

Mr. Murrell listed certain mechanical 
aids which he employs in getting his 
agents into action. He keeps an appli- 
cation record with the agent’s name at 
the left and the weeks at the top on 
which a check is entered when the new 
business girl reports an application. He 
keeps an earnings record, which is a 
good morale barometer. He keeps a 
prospect card file on agents with birth 
dates, anniversaries, etc., and a list of 
agents’ addresses and ’phone numbers. 
He employes a “from-to” pad to write 
congratulatory notes to those who make 
sales. ail 

Mr. Murrell has reduced to writing 











W. D 

A small, well financed, midwestern life insur- 
ance company has a position open for agency 
manager. Prefer man with home office experi- 
ence who is qualified to take complete charge 
of agency department. Excellent opportunity 
for right man. Ages 30-45 preferred. Give ex- 
perience, salary expected, and references. Ad- 
dress M-36, The National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Illinois. 








broad descriptions of the different types 
of life insurance which he finds extraor- 
dinary timesavers. When an_ agent 
wants to discuss a stock retirement 
case, for instance, Mr. Murrell gives 
him the summary of this type of cover 
and when this is assimilated, sits down 
with the agent to plan his strategy. 

Mr. Murrell quoted techniques he has 
employed successfully in sparkplugging 
agents. Some of them follow: 


VERBAL TECHNIQUES 








New man just starting—‘Dave, you 
know no one here. That’s spendid be- 
cause if you lick the prospecting prob- 
lem at the start you will gain priceless 
confidence for all time. I believe you 
have a driving ambition to do the job. 
How would you like to pay for a million 
your first year? There is no magic in 
small plans. Let’s buy from this listing 
company the names of all ranchers 
worth over $100,000 in the seven sur- 
rounding counties. Let’s get a complete 
list of all doctors and dentists in your 
town. That’s a start. Let’s put the 
mailman to work in keeping your name 
before them. Let’s use the phone.” 

new man—‘Bob, get me a list of 
1,000 prospects. Pick out the best 500 
and mail this to them and then pick 
out the best 200 and mail this monthly.” 

A man lags from last year’s record— 
“Dick, you are twelve thousand behind 
May of last year. Will you go over your 
prospects with me so we can see where 
we can get that $12,000?.” 

A seasoned man—‘Bruce, this article 
says Fiberboard has opened a new plant 
in Inglewood. Will you go out there, 
see the personnel manager and recom- 
mend to me what agent we should as- 
sign to followup out there?” 

Man in a slump—‘“Let’s look at your 
prospects together. Here’s 20 bucks to 
say that you can’t see these 14 men to- 
day and tomorrow, try to sell them and 
fail to get an app. Will you take it?” 

An agent in the office when he should 
be out selling—“Ed, let’s look at your 
prospect file together, that box of gold 
you have in your desk. Which is the 
best prospect of the lot? Why? Why 
would you buy if you were he. How do 
you plan to approach him? Ed, you’ve 
really got a prospect and you are loaded 
for bear. When can he be seen? How 
about seeing him now? Here’s a nickel, 
just in case you don’t have change. 
Phone me and tell me how you made 
out, will you?” 


Just Get Acquainted 


A man without prospects—“Ed, you 
are going up to Santa Rosa to live and 
make a living. It seemed like a good 
idea when you left the army. Now 
you’ve had an expensive and complete 
course of training. You are a doctor 
without any patients. You are a stranger 
to Santa Rosa. We shall not get you 
licensed. Give me your rate book. Also 
give me your analagraph. There are 
22,000 people in Santa Rosa. I want 
you to meet 500 of the most prosperous 
men there.” 

A man going to a convention—“Bill, 
give me the names of 20 men you'd like 
to see your first week back from Chi- 
cago. We'll type these letters and you 
can mail.” 

Any agent—“Dave, let’s go through 
your prospect file and pick out everyone 
who has grandchildren. I have a money 
making idea. Here is a picture of a 
grandfather and a grandson which is 
attached to a policy he has bought for 
his grandson. Go to these prospects and 
say, ‘Let me show you a picture and let 
me tell you the story back of the picture.’ 
Which of these men will you see first?” 

An agent who needs prospects— 
“George, see this $10 bill? The next 
half hour will be worth 10 dollars, may- 
be $1,000 to you. We shall rehearse this 


prospecting technique. You then use it 
ten times and here’s $10 to say you can 
not get less than 20 qualified prospects.” 

Limit policyholders — “Charlie, you 
have four limit policyholders. Do you 
know who they are? I’ve written all four 
you will see them this week. We have 
increased our limits 25%. Why should 


each of these men own more insurance? 
Will you call on one of them this morn- 
in?” 
Partnership Procedure 

Any agent—‘“Brownie, here is a sales 
book on partnership insurance. 
you like it? 


How do 
Let’s go over your prospect 





On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 
development of that pioneer enterprise into a 


national institution. 


completion of its first century of service, the 
Company will continue to conduct its affairs . 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 


Ss 


In contemplating the 


file and see how many potential part- 
nership sales you have. Tell you what 
I’ll do. If you will see these 10 pros- 
pects next week I'll have one made up 
for you free and you pay 20 bucks for it 
if you don’t. Are you game?” 
agent on his way to see a pros- 
pect—“Will you let me be you and you 
be the prospect for three minutes? Why 
should you buy this plan? You've got a 
prospect, fellow. Here’s a nickel, will 
you phone me and let me know how you 
made out? By the way, whom are you 
seeing after that interview?” 
An agent has a poor day’s effort pat- 
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LORD BALTIMORE 
of BALTIMORE Street 


an address favorably known to millions of travellers 


Just a step from where you want to go—from the 


shopping, business, financial or theater districts. 
700 rooms—each with tub-shower combination 





and radio—comfortably appointed, immaculately 
maintained—and Maryland cuisine to delight the 
epicure. Convenient garage facilities. 


LORD BALTIMORE HOTEL 


H. Nelson Busick, Managing Director 
BALTIMORE AND HANOVER STREETS, BALTIMORE 3, MD. 
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THIS INDEPENDENCE DAY 


We would honor the men who have carried 
the torch of liberty through the blazing 
skies, on flaming water, in jungle fox holes, 
in the mountains and lowlands of the con- 
tinent—young men—free men, born in a 
"Nation conceived in liberty and dedicated 
to the proposition that all men are created 
equal"—men risking the infinite sweetness 
of life that "for us, the living, our Nation 
under God shall have a new birth of free- 
dom and that the government of the peo- 
ple, by the people and for the people shall 
not perish from the earth." 


We would honor those men and in honor- 











ing them, rededicate ourselves, our re- 
sources, our work to further and protect the 
cause of liberty under the Stars and Stripes. 
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PEOPLES LIFE INSURANCE COMPANY 





“The Friendly Company” 


FRANKFORT INDIANA 








THE PAN-AMERICAN LIFE OFFERS... 


‘all A complete line of Policies on Participating and Non- 


Comriacy 
Oue of the most liberal 





Participating Plans. 








Agency Contracts u America. A Recruiting Plan 


~ and Special Training for New Fielden. Cs 
relieving General Agents from detailed Agency Accounting. be Attractive and 


Effective Sales Aids and Policy Illustrations. Q* i: S Prospects for Insurance 


A New System, 









furuished through a Proven System. 


OVER TWO HUNDRED NINETY MILLION IN FORCE 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 











tern—“Bill, what will happen if you put 
together 365 days like today? Will you 
plan your work and work your plan to- 
morrow? Unsuccessful men know what 
to do and don’t do it. Successful men 
know what to do and do it.” 

An agent has many prospect cards 
and hasn’t seen the men—“Bob, I shall 
ask you to do something tomorrow. It 
sounds silly, but it will work. Will you 


do something easy tomorrow, just be- 
cause I ask you to do it? Shuffle these 
50 cards until they are geographically in 
sequence. Let me have your rate book, 
Give me your analagraph too. Tomor- 
row just go and see what they look like, 
Don’t even speak to them unless you fee] 
like it. Remember you are not to sell 
anyone tomorrow, O.K.?” 








Managers More Dubious 
On Vet Training Subsidy 


NEW YORK — The program of 
government-subsidized on-the-job train- 
ing for veterans entering the life field is 
losing favor with many managers and 
home office agency executives. One 
main objection is that it is likely to be 
stifling to the veteran’s initiative. An- 
other is that companies can provide for 
new men without government assist- 
ance and may be risking severe public 
criticism in the future, along with other 
concerns using the plan, in the event of 
an economy wave. 


Fear Public Reaction 


Some feel that the government assist- 
ance replaces initiative with inertia and 
conditions the new agent’s thinking, 
making him less anxious to go out and 
work at the highest possible pitch. 
Knowledge of a regular assured income 
softens him and causes him to let up 
before he has started on his career. 


Managers assert that they don’t want 
to hire men who will look for the extra 
assurance provided by the program, 
They want men who are determined to 
make their own way without outside 
help. 

The desire for good public relations 
makes some managers cool toward the 
subsidy. They point out that a sudden 
public shift toward economy in govern- 
ment might focus public attention on 
the fact that insurance agencies which 
had previously provided te assistance 
to new employes were capitalizing on 
—_ the government had made avail- 
able. 

Managers also point out that com- 
petent neophytes need assistance for 
only a short period. They fear govegn- 
ment funds will encourage inept appli- 
cants to enter the field, not because they 
want to make a career of it but merely 
for the benefits that will accrue to them. 
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SET ANY MONEY 


-_ FOUR. YEARS WE 
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EFFECTIVE, GOOD 
WILL GIFT THAT 
AGENTS USE WITH 
EXCELLENT RESULTS. 


price list. 










Beautiful leather-like calf grain in soft rich colors. Holds 6 to 20 policies or valuable 
papers in neat compact unit. Rich appearance . . . just the thing for your favored 
clients and prospects. Amazingly low price makes it practical to give to all. 


VisOpak to hold 12 policies as low as 80¢ each in hundred lots. Send for complete 


CADA PRODUCTS 2710 south Parkway, Chi 
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FRATERNALS 





State of Wash. Congress 
in Session at Seattle 


Erling Smedvig of Sons of Norway, 
Seattle, was elected president of the 
Washington State Fraternal Congress 
at the annual convention Saturday in 
Seattle, succeeding Mrs. Marion Flem- 
ing, A.O.U.W. of Washington. C. D. 
Robinson, fraternal supervisor of the 
insurance department, was reelected sec- 
retary. 

After greetings and responses the first 
morning a round table discussion was 
led by F. Fogarty, A.O.U.W. of 
Washington. T. W. Midkiff, president 
Woodmen of the World, Denver, first 
vice-president National Fraternal Con- 
gress, gave an address. 

Mr. Fogarty was toastmaster at the 
banquet at which Commissioner Sulli- 
yan was the principal speaker. After- 
wards there was an evening session in 
which the Sons of Norway drill team 
maneuvered and Fred Sloan, A.O.U.W. 
of Washington, paid tribute to the flag. 
The new officers were installed by Rob- 
ert Goldberg, past president, and uni- 
formed drill teams went through their 
paces. President-elect Smedvig closed 
with his inaugural address. 





Alabama Congress Elects 


Mrs. Nancy Sasser, Woodmen Circle, 
was elected president of the Alabama 
Fraternal Congress at the annual meet- 
ing recently in Montgomery. Other 
new officers are: Vice-president, Mrs. 
B. Reynolds, United Order of Golden 
Cross; second vice-president, H. Car- 
din, Praetorians; secretary-treasurer, 
Mrs. Dixie Norsworthy, reelected. S. T. 
Davilla, Modern Woodmen state man- 
ager, was retiring president and pre- 
sided. William Wiles of Toledo, a di- 
rector of Modern Woodmen, gave a 
talk on fraternal service. Mrs. J. B. 
Nall, supreme treasurer of Woodman 
Circle, Omaha, told of the National 
Fraternal Congress meeting in Chicago. 


Spicer Pa. Manager of I.O.F. 


John S. Spicer, Harrisburg, has been 
appointed Pennsylvania state manager 
by Independent Order of Foresters. He 
is past president Pennsylvania Frater- 
nal Congress. 


Girard Agents at 
Convention Plan 
for Retirement 


Girard Life agents at their Virginia 
Beach convention discussed the new 
agents’ retirement plan and a working 
committee with Theodore C. Jay as 
field representative was set up to ad- 
minister the plan. Mr. Jay is retiring 
president of the Girard Life Agency 
Assn. Subsequently at a meeting in 
Philadelphia, Walter K. Hardt, presi- 
dent and treasurer of Girard, was elected 
committee chairman. 

Other members of the committee are 
E. A. Trigg, a director; Harold M. 
Horne, associate actuary, and K. O. 
Miller, auditor. The retirement plan was 
put in effect in April. 

Officers of the association elected 
are: President, A. Stanley Hyde, general 
agent at Philadelphia; vice-president, 


L. L. Williams, Detroit. Mr. Jay is ex’ 


officio member of the board and execu- 
tive committee. Other directors are C. N. 
Jones, Corry, Pa.; Roger Snyder, Co- 
lumbus, and A. D. Goodman, Scranton. 

The banquet meeting held a period 
of silence for Dr. W. H. Carpenter, med- 
ical director for 18 years, who died last 
December. President and Mrs. Hardt 
spoke at the banquet. Mrs. Hardt was 
official hostess, and gave a tea for visit- 
ing ladies. 

George A. Adsit, executive vice-presi- 
dent in the business session outlined 
company plans for 1947 and 1948. L. M. 
Webster, associate actuary, served as 
liaison agent between home office and 
field, collecting ideas to implement the 
plans. 

Dr. John P. Chapman, new medical 
director, and his wife attended and he 
spoke. 

The Agency Assn. was host at a din- 
ner and entertainment. 

Mr. Adsit made awards of merit, at- 
tractive leather pocket secretaries pre- 
sented to leaders for the first three 
months. President Hardt spoke briefly 
on the company’s condition. 

E. L. Smead, Williamsport, presided 
over entertainment which included ball- 
room dancing by Arthur Murray dancers. 
There also was a burlesque of the quiz 
type of radio program with Leo Wil- 
liamson, mayor of Williamsport, officiat- 
ing. 








At American National Rally 




















GENERAL AGENCY 
OPENINGS 


in 
Northern Ohio 
Southern Ohio 
Western Michigan 
; Western Tennessee 


Territory also available in‘ other 
states 


« *« * 


Complete Home Office Cooperation 
Liberal Agency Contract 


Policies issued from ages one day to 
sixty-five years 


Company in 53rd Year of Dependable 
Service ° 


* bx bx 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 18% 
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W. L. Vogler, ex- 
ecutive vice-presi- 
dent American Na- 
tional Life, speak- 
ing at the regional 
convention of that 
company at Laredo, 
Tex. At his left is 
Mrs. Gerald Holli- 
nan, whose _hus- 
band is leading 
producer for the 
company. 
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Move to Set Ahead 
PL15 Deadline 


(CONTINUED FROM PAGE 3) 





judiciary committee says that the “all- 
industry model bill was introduced in 25 
state legislatures this year and also for 
the District of Columbia and Alaska and 
variations of that bill in 12 states. 

Accident and health regulatory bills 
were introduced in 10 state legislatures 
and unfair practice acts in 15 states. 

Results to date on this legislation are 
listed in the report substantially as fol- 
lows: 

“Nineteen states have passed rate 
regulatory bills patterned generally after 
the all-industry bill. Regulatory meas- 
ures are pending in 17 states. Of the 17, 
all were not in session, and five of these 
-7 ordered studies to be made and re- 
ports filed with the legislatures at their 
1949 sessions. 

“Regulation of some 
effect in 14 other states. 
regulation is apparently 
possibly all of it. 

“Inasmuch as the great majority of 
legislatures have concluded their 1947 
sessions it appears very unlikely that 
any substantial change in the foregoing 
status will be made this year.” 

There is no indication of House ac- 
tivity in behalf of a moratorium exten- 
sion. House judiciary committee mem- 
bers reportedly feel it is too early to 
vote such an extension; that next year 
would be time enough. This was said 
to be the view of Ray Murphy, of Assn. 
of Casualty & Surety Companies. 


Check B.C. ‘Insurance Clubs’ 


VANCOUVER, B. C. — The gov- 
ernment of British Columbia has taken 
action to curb and regulate the opera- 
tion of insurance societies and clubs in 
the province, following an investigation 
into the operations of these clubs the 
past two years by two royal commis- 
sions, 

By amendments to the societies and 
insurance acts of the province, all such 
societies now must be licensed by the 
government and automatically will come 
under the direct control and supervision 
of the superintendent of insurance. Spe- 
cific restrictions recommended by one 
of the commissioners are expected to 
be adopted. 


Mass. S. B. Council Elects 


The Savings Bank Life Insurance 
Council of Massachuetts has elected Wil- 
liam B. Snow, Jr., president Suffolk Sav- 
ings Bank, president; J. E. Perry, New- 
ton Savings Bank, vice-president; C. S. 
Casady, executive vice-president, and 
S. L. Brown, Cambridgeport Savings 
Bank, treasurer. 


Wendell Ends Tour 


Harold B. Wendell, director of agen- 
cies of Capitol Life, has just returned to 
the home office from a 10-day trip to 
Oklahoma and Missouri. He reports a 
good gain in production for the first six 
months. 


Rough Notes Office Moved 


A. E. Mokstad, Chicago manager of 
Rough Notes Co., has moved his office 
to room A-1046 Insurance Exchange. 
The new telephone number is Wabash 
5171. 


Four on C.C.N.Y. Drive 


Four leaders in the insurance field 
who are alumni of City College, New 
York, have begun a drive to rally other 
alumni who are insurance men behind 
the college’s current $1,500,000 centennial 
fund campaign. They are Louis I. 
Dublin, second vice-president and stat- 
istician of Metropolitan Life; H. D. 
Josephson, general agent of Mutual 
Benefit Life; D. B. Fluegelman, North- 
western Mutual Life; and Leo Eisen, 
manager of Equitable Society. 
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Underwriters Must 
Eye Business Cover 
Along with Personal 


The very close association of business 
and personal insurance was stressed by 
F. Phelps Todd, vice-president of Provi- 
dent Mutual, at a forum on financial 
underwriting conducted during the an- 
nual meeting of the Home Office Life 
ae Assn. held in New Yor 

ity. 

Discussing various types of policies 
classified for the agent’s purposes as 
partnership — with buy-and-sell agree- 
ments, close corporation, key men, pen- 
sion trusts, etc., he pointed out that 
they are inseparable from personal in- 
surance from the home office under- 
writer’s viewpoint. A distinction, how- 
ever, was required by the agents to 
make a sales approach and utilize cur- 
rent sales literature. He briefly dis- 
cussed the tax problem and emphasized 
the importance of writing policies care- 
fully and distinctly to avert unnecessary 
tax difficulties. 

Referring to cases of apparent desire 
for over-insurance where persons had 
perhaps gained additional wealth 
through black market operations, he said 
that where the combined business and 
life insurance exceeded the apparent 
value of that life it was speculation and 
he would rather stay off the risk. 


Suggests Avoiding Borderliners 


He closed by expressing his belief that 
the surest way of avoiding excess mor- 
tality in the over-insurance class was to 
refuse insurance to such applicants if 
there were present in a case other un- 
favorable factors—moral, habits, or 
medical — which of themselves would 
miake the case a borderline risk. 

There were two medical discussions 


during the meeting. The first covered 
alcoholics in the making and alcoholics 
recovered. Dr. E. M. Jellinek, director 
of the Yale School of Alcohol Studies, 
described the effect of alcohol on the 
human system, pointing out how it 
would shorten the life span. The diffi- 
culty in determining the effect of vari- 
ous amounts on different individuals, 
however, makes the underwriting of al- 
coholics almost a haphazard guess. 

Statistics are generally available only 
on persons approaching 40, as younger 
individuals ordinarily do not apply for 
treatment. Another prime difficulty is 
encountered in underwriting alcoholics 
who go on periodic “benders” but who 
in the intervals between are quite nor- 
mal and apparently cured. 

T. J. Cummins, Republic Steel 
Corporation, described aluminum dust 
therapy to combat silicosis in metal- 
mining and indicated that it had not as 
yet made much progress. In view of 
present experiences with this method of 
treatment, he did not as yet recommend 
its use, particularly in cases afflicted by 
tuberculosis. 

During a discussion of the problem of 
underwriting dependent females and 
juveniles, amount limits and the ratio of 
that amount to the insurance carried by 
the family head were of primary in- 
terest to the underwriters. Very few of 
the selection men expressed interest in 
underwriting actors and actresses in view 
rth short duration of careers in that 

eld. 


Finish Aetna Basic Course 


The third basic course to be con- 
ducted by the Aetna Life has been con- 
, cluded at the home office with 16 gradu- 
‘ated, bringing the total to 53 from 22 
states and Canada. 

Two additional basic courses are 
planned. The advanced school is be- 
ing continued, with four sessions to be 
completed in 1947. 
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for FIRST FIVE MONTHS OF 1947 


@ 43.4% Increase in Sales of Ordinary 
Insurance 


@ 7.6%, Increase in Insurance in Force 
@ 12.0% Increase in Assets 


General Agency Openings for Qualified 
Life Underwriters in — 


Texas 
Virginia 


Kentucky 
Georgia 


Tennessee 
Mississippi 





Insurance in Force over $260,000,000 









The Famous ESTATE-O-GRAPH 


ANNOUNCES A NEW VISUAL SELLING SERVICE 





THIS FAMOUS visual selling service that has served 
America’s Life Underwriters so well for a quarter of 
a century is making news today! It has new color—new 
pictorial treatment—modern photography—but the 
same hard-hitting appeal that is so effective when used 

























HERE'S WHAT YOU GET: 
1. A new issue each month, with specially posed pictures, 
4-pages, 81, x 11 inches, with or without your own 
picture and imprint. 
2. The EstaTE-O-GRAPH binder for filing all new and 
former issues from which you may order any number of 
copies on the following prospect groups: 








JUVENILE FARMERS 

YOUNG MEN MEN OF WEALTH 
WoMEN PROGRAMMING 
PROFESSIONAL MEN BUSINESS INSURANCE 


— 37 DIFFERENT CLASSIFICATIONS — 
AS LOW AS $18.00 PER YEAR 








as a mailing piece or in an interview. 
You will want to be a subscriber today—especially 
when you hear the new low cost for the special 


ESTATE-O-GRAPH service. 


» 2 60 powerful 


VISUAL SELLING FOLDERS 








We have selected the 60 most popular EstaTsE-O- 
GraPHs issued, bound them in a strong binder and 
made extra copies available immediately to all sub- 
scribers, at special low prices. Excellent for mailing 


to a selected list and for following up in the interview. 


NEW EDITOR 
The EsTATE-O-GRAPH is now under the 
direction of Roger Bourland, not only a 
successful advertising executive but with 
10 years of experience as a life under- 
writer. He knows the problems of the 
life insurance salesman, and what he 
needs to meet these problems. 






















COUPON 
Pictorial Division, The Rough Notes Co., Inc. 
1142 N. Meridian, Indianapolis 6, Indiana 
Gentlemen: 


Please send me complete information about an EsTaTE-O- 
GraPH subscription, including the new VISUAL SELLING 
SERVICE that is included AT NO EXTRA COST. 


Special Group plan for General Agents, Managers and Companies 


* 





























It was quiet now in the big room. 

The weeks of talk were over. The moment of decision 
had come. 

The man picked up the pen. 

Strange, to think he might hang for what he was about to 
do. Hang! “Together or separately,” as witty Mr. Franklin 
had put it. 

Very well, then. He'd let them know that he'd gone into 

it with all his heart . .. with a clear conscience . . . with the 
deep conviction of a man who does what is right. 

He smiled. The pen swept across the parchment, and the 
letters stood bold and clear: John Hancock. 


MUTUAL LIFE INSURANCE 
BOSTON, MASSACHUSETTS 





Freedom writes in a big, bold hand 


Today, Americans look at that big, firm, unafraid hand, 
and see in it something familiar and natural to them— 

the sturdy spirit of independence. 

In many quiet ways, we Americans declare our 
independence every day. 

We form our own opinions, and speak them without fear. 
We worship in our own ways. We plan our own futures. 
We have even developed a way to safeguard the 
independence of those who depend on us. We call it life 
insurance. It is a typically American institution . . . 
the natural expression of a people who believe, with 
all their hearts, in the enjoyment of life, liberty and 

the pursuit of happiness. 
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x A John Hancock advertisement on A mericanism 
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